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COMING — NEXT ISSUE — ‘What Do You 
Pay YOUR Salesmen?” Here is the first 
of two important articles on compensa- 
tion and incentive plans based on a sur- 
vey of scores of dealers from coast-to- 
coast. It's another American Lumber- 
man exclusive 


See page 20 





Interior 


In more and more 


of America’s homes 


you'll find... 


HIGH QUALITY 


LOW COST... 


AND THERE ARE EXCELLENT REASONS WHY! 


The Shoreline Flush Wood Door repre- 
sents today’s outstanding value—maxi- 
mum quality and beauty at minimum 


cost. 


Of all-wood, 


tractive 3-ply Birch faces are reinforced 


7-ply construction, its at- 


by a strong core of wood rails and stiles. 


Built-in air vents and passages permit 
free air circulation, and the entire unit 


is bonded with water resistant glue. Two 


lock blocks give eight-way hanging. 


In addition, Shoreline Flush Doors are 
available in exterior or interior models 
to provide any room or outer entrance 
with the last word in beauty .. . at the 
least in cost. 


Distributors—it costs you nothing to in- 
vestigate the profitable Shoreline Flush 
Door line. Don’t delay—write now for 


complete information! 


Retailers—ask us for the name and address of 
your nearest distributor. 


FLUSHWOOD 


SUTTONS BAY, MICHIGAN - 


DOOR COMPANY 


PHONE 71 
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PROVEN PERFORMANCE 


The performance of KWIKSET’S “400” Line of residential locksets 





has been proven by the fact. that more than 
17 million KWIKSET ‘locksets are in 
guarantecd trouble-free service. 


To have this guarantee and service 
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Stand Out Superiorities Qualify 


ARKANSAS SOFT PINE Satin-like Interior Trim 
as YOUR BEST BUY 

















This wood contains no pitch to bleed through and dis- 
color paint, stain or transparent finishes. 


It is seasoned to correct moisture content (6 to 8 per 
cent) in automatically controlled dry kilns. 


This process shrinks the wood before it is machined. 
Thus “pull” between summer and winter growth (which 
causes raised grain) is completed while the wood is 
still in the rough. After seasoning, it is machined to 
patterns of stabilized size and satin-like surfaces. C R 0) S S E ] ] 
Priming coats are evenly absorbed, becoming integral 
with the wood fibers. Final coats thus are applied to 
uniform surfaces immune to bleeding or raised grain 


to provide woodwork of exceptional, lasting beauty. LU Mi B F R CO M PA N Y 


Crossett supplies you with this premium value trim 
. and mouldings in standard 8000 or special patterns. 


Can ship in mixed cars with famous soft textured * R 0 S S E | | 


Arkansas Soft Pine boards, dimension and including 
Royal Oak Flooring. A R K A N S A S 


Call us or our nearest representative 


SATIN-LIKE ‘4 ‘ INTERIOR TRIM 
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[ nsulation for winter warmth and fuel conservation can be more efficient and also provide coolness 
and comfort in summer. It can reduce original and operating costs of air cooling equipment as well as 
of heating plants. A building really shielded from the summer sun’s radiation is considerably cooler, 
not only by day but also at night. A building properly shielded from winter heat loss heats up faster, 
is more comfortable, requires less fuel, and stays warm longer at night when furnaces are turned down. 


Choosing insulation can be a thoughtless, perfunctory product of inertia or a scientific selection 
based on physical needs, financial considerations and performance. Readily available studies and tables 
show the thermal factors, permanency, and permeability to water vapor of different materials, and to 
what extent they foster or prevent destructive condensation. 


Gold, silver and aluminum sheets have the best ratings in all these categories. But aluminum may 
be had at a very low cost in the form of pre-fabricated multiple accordion sheets which automatically 
create reflective air surfaces and spaces when installed. 

Multiple accordion aluminum has high rejection and low projection of heat rays; low conduction 
because of preponderant air spaces and slight mass. It blocks convection because of compartmented 


layers. To vapor, it has zero permeability. It is practically non-condensation-forming. Slight mass also 
prevents unwanted heat storage. 


There is now a new multiple accordion aluminum insulation which forms a “blanket” of uniform 
depth between studs and joists, completely covering the space between. It gives every fraction of an 
inch in this area maximum protection against heat loss and condensation formation. The commercial 
forms are Infra Type 6-Si and 4-Si. 



























COST OF THE NEW* INFRA INSULATION INSTALLED 
in new construction between wood joists, INFRA INSULATION, INC. 
material with labor. 


i ” Please send description of new insulation 
Type 6-Si under 9c aq. ft. 


Type 4-Si under 74c aq. ft. 


Type 4S Jr. under 7c sq. ft. Name 
*Patent applied for Firm 
INFRA INSULATION, INC, 
Address 





525 Broadway, New York, N. Y. — WORTH 4-224] 


m4 


\ 


Samples []; Complete Infra price list {[ 


525 Broadway, New York City. Dept. U-7 
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WASHINGTON REPORT. 





New Housing Bill Authorizes President to Lower Down Payments 


When Congress got around to 
fixing up the housing laws, it de- 
cided at the last minute to give 
some discretionary powers to the 
President. So the President may, 
if he so decides, reduce to as little 
as 5% the down payment on 
houses carrying insured mortgages 
not exceeding $12,000. He may also 
extend the maturity of such loans 
to as much as 30 years. 

However, giving this power to 
the White House has made the 
country’s builders feel good. “This 
is even more than we asked,” said 
a spokesman for the National As- 
sociation of Home Builders; refer- 
ring of course to the entire act 
and not merely to the presidential 
stand-by powers. There’s the pro- 
vision increasing the mortgage 
limits for Section 8 Title I mort- 
gage insurance from $4,750 to 
$5,700; also the authorization of an 
additional one and a half billion 
dollars for the over-all FHA mort- 
gage insurance program; likewise 
virtual nulllification of the VA reg- 
ulation of May 18, in regard te the 
sale of mortgages at discount. And 
so on. 


Plan for 1954 


But there’s a lot of speculation 
in the industry about the intended 
use of the stand-by powers. Build- 
ers now are thinking not only 
about what'll show up this summer 
and fall but also about the things 
likely to unwind next year or later. 
They’re trying to plot the course of 
the industry beyond the next ridge. 

The amended law looks like a 
good beginning; provided we can 
get it rightly used. Federal offi- 
cials think it was the intention of 
Congress for the President to use 
his new powers to give house con- 
struction a forward shove, only if 
home buiiding began to peter out. 
The amending act, they sav, di- 
rects that the President decide 
about usins his stand-by powers in 
the light of conditions in the hnild- 
ing industrv and that he consider 
the effect of his action upon the 
national economy. 


Starts Still Good 


These officials think the industrwv 
and the national economy are in 
good enough shane to be in no need 
of a shot in the arm. They point 
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out the reports made by the De- 
partments of Labor and of Com- 
merce that public and private ex- 
penditures for new construction 
during the first half of 1953 were 
at the highest level since the De- 
partments have been keeping rec- 
ords. This of course includes pri- 
vate expenditures for new resi- 
dential construction. All of these 
record highs stand up after ad- 
justments for price changes have 
been made. 

So whatever you or we may 
think about the needs of the build- 


ing industry, it’s going to be hard 
to convince the White House, as of 
now, that residence construction is 
in any need of a dose of adrenalin. 
So the Great White Father is apt 
to put S. 2105 back into the medi- 
cine cabinet, unused . . . Of course 
there was that small slowing down 
of housing in May; something the 
Federal Reserve didn’t take seri- 
ously. Should it carry over into 
June, for which month the figures 
are not available at this writing, 
that would be something else 
again. 


Low Cost Homes New Builder Target 


But there’s another side of the 
building affair that only operating 
builders are likely to see; at least 
sharply. A good many of them 
think they’ve pretty well met cer- 
tain parts of the post-war housing 
needs; and in doing it they've fol- 
lowed methods that are not so good 
in dealing with those parts of the 
ioh still to be done. 

They’ve built a fairly large per- 
centage of the bigger and more ex- 
pensive homes that got deferred 
during the time of materials short- 
ages. Financing wasn’t too much 
of a problem. This special market 
is rather saturated; not wholly, of 
course, for no sector of the market 
is ever wholly saturated. 

But builders see the big field of 
the near future as consisting of 
less expensive homes, built for cus- 
tomers who need a quite special 
type of financing. Sometimes this 
is called a mass-production market. 
and it is if you hitch the 
right meaning to the word. But 
it consists of something more than 
the special market that’s met by a 
builder who covers an old farm ati 
the edge of a big city with hun- 
dreds of small houses. all essen- 
tially the same but made to look 
different. That kind of construc- 
tion has its good uses, hut it lacks 
a whole lot of heing the comnlete 
answer to the emerging prohlem: 
either as the customer or as the in- 
dustry sees it. 

Svecial financing is involved: 
and Congress has been fixing un 
the Jaw with this in mind. Housing 
officials see the husiness from a 
noint of view different from ours. 
They consider the stand-by powers 


as a sort of wrecking truck, to be 
sent out only if the industry busts 
or has to be dragged out of a mud 
hole. 

The industry wants an operating 
device fitted to the new pattern; 
something to keep us out of the 
mudhole; something that works 
without any coloration of charity. 
that pays its own way and that 
isn’t exposed to a constant hazard 
of unpredictable politics. 


Financing Coming 


The new apparatus isn’t com- 
pletely visible as yet. The small 
down payment and the extended 
maturity terms suit the prospec- 
tive owner. But how about the 
lender? <A good bit of worry in 
that quarter. A liberalized loan is 
less rather than more attractive to 
the lender. Naturally he wants a 
favorable interest return when 
measured by the security offered. 

That security is decreased, any 
way you measure it, when the 
down payment is reduced. He also 
wants a ready convertibility of his 
loan into cash: something that isn’t 
helped by that 30-year maturity 
period. The job of tooling the 
change to the new kind of market 
isn’t finished. 


Washington Round-up 


Contrary to a lot of publicly ex- 
pressed opinions, the Administra- 
tion hasn’t changed its policies in 
regard to “sound money”; and it 
has a good many arguments on its 
side. So far as can be foreseen at 
the moment, we'll have to adapt 
ourselves to those policies. 





CHEVROLET ‘oss. TRUCKS 


More work per dollar 


.-.- and here are 
4 powerful reasons why! 


MORE POWER AT LOWER COST! Watch costs go down when you 
put the new heavy-duty power of Chevrolet's advanced Loadmaster 
engine to work! The new high-compression ratio of 7.1 to 1 in this 
great engine brings you more power and even greater economy 
than before. Chevrolet's Thriftmaster engine, too, in light- and 
medium-duty models offers exceptional economy of operation. 


FACTORY-MATCHED TO THE JOB! Some jobs demand more power. 
Some demand stronger springs. But, whatever the requirements of 
your job, Chevrolet trucks are carefully factory-matched to the work 
to be done, with the right power—and the right units from tires to 
axle, springs to clutch—to handle that work at lowest cost. 


MORE RUGGED THAN EVER! There is extra economy, too, in the 
exceptional stamina of Chevrolet trucks. You can expect new 
ruggedness and strength with heavier, more rigid frames and 
brawnier construction throughout. You can expect extra miles 
added co the life of your truck, plus a substantial reduction in the 
over-all cost of hauling. 


LOWEST PRICED LINE! Chevrolet trucks are known for qualities 
and features matched by no other trucks. Yet, with all these ad- 
vantages, the Chevrolet line lists for less than any other trucks of 
comparable size and specifications. See your Chevrolet dealer. 
Chevrolet Division of General Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES — 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 





in demand ‘) 
in value 
in sales 
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NEWS BRIEFS 





What’s possible under the housing bill? . . . the new law provides 
that down payments may be as low as 5% and that the maximum mort- 
gage shall not exceed $12,000. The President could allow a mortgage of 
95% on all Section 203 home loans up the $12,000 figure. At a $13,000 
valuation the insurance could be 92.3% and a down payment of 7.7%. 
At a valuation of $14,000 the mortgage percentage would be 85.7%, and 
the down payment 14.3%. At $15,000 the mortgage would be 80%. 


We believe the President will act . . . and use his discretionary 
power to lower down payments. It isn’t something to anticipate for the 
immediate future but in view of forecasts for declining home starts it 
seems highly probable. Years ago we were impressed with the fact that 
there is a tremendous lag in home building. A change in interest rates, 
for example, has a beneficial effect months after the new rates go into 
operation. The President, of course, has access to every reliable statistic 
on our industry. Here are a few we consider significant: 


Construction is still booming . . . but is beginning to feel the pinch 
of tight money. May starts declined over April for the first time since the 
data was published in 1939. Personal income, now placed at $300 billion 
is leveling off. Sales of appliances, radios, television and other key items 
have declined steadily in recent months. Builders reading the signs, as 
reported on our Washington Page, are thinking of low price homes for 
the years ahead. 


Truce in Korea is welcome . . . but it must be considered from the 
business viewpoint. The government is cutting spending $5 billion for 
defense in the next quarter without a truce. When the truce or uneasy 
peace comes the spending will be reduced further. See the Lumber Market 
in this issue for a specific example of the effect of pending peace on the 
west coast. 


Retail yard volume is spotty . . . reflecting generally unsettled market 
conditions. Some dealers in one area report good business and just miles 
away other retailers say business is off sharply. The recent Northeastern 
Lumbermens Assn. survey, covering more than 1,200 dealers, revealed 
that 43% felt housing activity was unchanged from last year; 20% said 
it was better and 37% commented it was off. 


Cement shortage unlikely ... and the mills seem to be doing a good 
job of taking care of dealers. Production is up. In May 23,399,000 barrels 
of finished portland cement was produced, up 7% from last year. Only a 
car shortage could complicate matters. 


Steel prices are up... following the recent round of wage increases. 
Nails are up $4.00 per ton, black and ga!vanized smooth wire is now up 
about 30 cents a hundred and fencing rose $7.00 per ton. Steel products 
are readily available. 


Building labor up, too . . . with new wage hikes ranging from 7'% 
to 25 cents, the average will be 1214 cents. Another trend is to convert 
previously negotiated health and welfare benefits into actual wages. While 
contractors have tried to hold the wage line steadily, the last two months 
have witnessed a rash of strikes in many leading cities. 


Customers select site . . . that was the technique used by W. H. 
Sawyer, Worcester, Mass., when traffic rearrangements forced moving his 
lumber yard. He decided to ask his customers to help him pick a new 
location In less than a month, he had 1,656 answers, with more still com- 
ing in. In Sawyer’s words: “If they don’t like the location, it’s their own 
fault.” 


Lumber waiting game . . . with just about everybody across the 
country buying only to fill immediate needs. Buyers are more price con- 
scious, choosey and insistent on quick shipments. One thing seems rather 
clear; July will be a critical month that will indicate fairly accurately 
prospects for the rest of the year. During this month we will operate 
as an industry with a clear picture of the cards we hold. Interest rates 
the housing bill has passed—the rest is pretty much up to us. 
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“MISS NATIONAL HOME WEEK.” 
Dorothy Shay, noted singing and re- 
cording star, has been named as 
Miss National Home Week of 1953 
by the National Association of Home 
Builders. Miss Shay, famous as the 
“Park Avenue Hillbilly,” will pre- 
side at the big observance in Sep- 
tember when America’s Home Build- 
ers will display thousands of new 
homes throughout the country. 


June Starts 
Drop Sharply 


Home builders started 103,000 
new public and private dwelling 
units last month, a decline of 4,000 
from the previous month and 500 
from June a year ago. 


Bureau of Labor Statistics fig- 
ures showed a total of 2,600 public- 
ly-financed housing units erected 
during the month of June, which 
also represents a slight drop from 
the 2,800 units recorded in May. 

The seasonally adjusted rate for 
June, said BLS, is 1,063,000 public 
and private units, which compares 
with the preliminary estimate of 
1,067,000 for May. 


Despite the steady decline in 
housing starts, noticed in May when 
the starts began to slip below the 
March figure, the total for the first 
six months of this year remains 
above the number of starts for the 
same time last year. From January 
to June of this year, builders start- 
ed 577.100 new dwelling units as 
compared to 565,800 begun during 
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the same time in 1952. 

BLS also announced a revision 
of its preliminary figure for March. 
The preliminary figure was 97,000 
and the revised figure is 105,800. 
This now places the March figure 
above the 103,900 recorded for 
March a year ago. 

Dollar-wise private spending for 
residential building for the first 
six months, ($5.4 billion) was 9% 
above a year earlier and slightly 
exceeded the previous January- 
June peak in 1951. Total private 
outlays of $10.9 billion for all types 
of new construction were 8% higher 
than 1952 for the first six months. 


Whittemore Elected 
EMEA President 


Harold H. Whittemore, western 
division manager, Flintkote Co., 
was elected president of the Build- 
ing Material Exhibitors Associa- 
tion at its fourteenth annual meet- 
ing in Chicago. Whittemore and his 
company are charter members of 
BMEA. He has been active in the 
association's activities as commit- 
tee chairman and vice-president 
over the past several years. 

Whittemore’ succeeds retiring 
president Donald M. Crooks, Koch- 
ton Plywood & Veneer Co. Because 
of illness Crooks has recently tak- 
en a leave of absence from his com- 
pany. 

Another charter member, Ray- 
mond W. Sweeney, western division 
sales manager, Ruberoid Co., was 
elected vice-president. 

Richard G. Breeden, Jr., was re- 
elected secretary-treasurer. 


Chicago Plans 
Do-It-Yourself Show 


Chicago's first Do-It-Yourself 
Show is scheduled for Navy Pier 
from October 23 to 31, and is like- 
ly to be the biggest the country 
has ever seen, according to Wil- 
liam Orkin, managing director. 

Manufacturers in this three bil- 
lion dollar a year field are reserving 
exhibit space in such numbers that 
the Chicago show promises to be 
twice the size of the first do-it- 
yourself show held last spring in 
New York City, Orkin said. 

That show, also staged by Orkin, 
attracted 50,000 persons, who came 
to look at 63 different exhibits 
ranging from power tools to how 
to lay your own linoleum. 
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Began As a Hobby 

The do-it-yourself trend, which 
started as mild hobby enthusiasm, 
has reached landslide proportions 
in the United States. Recent figures 
show that in 1952, customers in 
this category bought lumber and 
building supplies to the tune of 
two billion 750 million dollars, an 
average of $60 for every household 
in the country. 

In addition, the amateurs bought 
paint and wallpaper worth an es- 
timated 582 million dollars, an av- 
erage of $12.80 per household; 
spent 116 millions for floor and 
wall tile and 80 millions for power 
tools for home workshops. 

The present growth of the ama- 
teur market is no longer due to the 
hobbyist. It is not so much in fun 
as in earnest. Today’s do-it-your- 
self fan has become a skilled 
though non-professional build-it, 
fix-it man, or, very often, woman. 


Asks Investigation 
Of Basing Point 


There is likely to be a revival 
of interest in the controversial 
“basing point” issue when Con- 
gress convenes for its next session. 

Rep. Reed, chairman of the 
House judiciary committee, recent- 
ly recommended that a subcom- 
mittee conduct comprehensive 
hearings on the subject immedi- 
ately after the next session of Con- 
gress convenes. He also asked the 
group to: make a study of key in- 
dustries in which freight absorp- 
tion and delivered pricing are im- 
portant factors, enlist the aid of 
key groups to obtain data on the 
effects of pricing practices on their 
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Forest Service 
Hires Smokejumpers 


About 250 smokejumpers 
will be hired by the Forest 
Service this year to parachute 
to back country forest fires in 
the west, according to a recent 
announcement by the Forest 
Service. This elite corps of 
specialists make up the first 
line of defense on fires in re- 
mote roadless areas. A smoke- 
jumper group consisting of 
eight men made 25 fire jumps 
in the California national for- 
ests last year. 

Getting to fires when they 
are small by means of aerial 
transport prevents thousands 
of acres from burning and saves 
the expense involved in con- 
trolling a large fire in remote 
roadless areas. 











members, and seek the fuli assis- 


tance of 
agencies. 

These recommendations came af- 
ter the Federal Trade Commission 
had announced what committee 
members called a reversal in its 
attitude on the subject. A letter 
to the Senate judiciary committee 
stated that the majority of the 
commissioners were of the opinion 
it is not an unfair practice for 
sellers, acting independently and in 
good faith, to meet the equally 
low price of a competitor or to sell 
at delivered prices and absorb 
freight charges. 


interested government 


Build New Mills 
In S. E. Alaska 


Wood-using manufacturers in 
the Seattle area are reaching hun- 
dreds of miles northward for still 
more of the makings of plywood, 
paper, rayon and cellophane. 

The object of this big stretch is 
in southeastern Alaska, the narrow 
strip of U.S. territory that hugs the 
Pacific coastline with its back to 
British Columbia. There stands the 
16-million-acre Tongass National 
Forest, with one-seventeenth as 
many trees as there are in all the 
U.S. For the first time in 85 years, 
its rich resources are being tapped. 
The step means an easing on the 
drain on timber supplies in the 
U.S. proper. 

All told, more than $128 million 
may be laid out on wood-product 
projects now under construction 
or consideration for southeastern 
Alaska. Among them are plants to 
turn out lumber, plywood, news- 
print and wood pulp, the main ma- 
terial of paper and rayon. 


First Plywood Mill 


In Juneau, Alaska’s capital, the 
Columbia Lumber Co.’s_ Alaska 
Plywood Corp. will have its new 
$1.5 million plant in operation 
shortly, pressing out 3. million 
square feet monthly of weather- 
proof plywood for exterior use. 
Production will be directed toward 
Alaskan military needs. It will be 
the territory’s first plywood plant. 

Also near Juneau, big Georgia- 
Pacific Plywood Co. may build a 
$56.5 million pulp and newsprint 
plant. G.P. has filed an application 
with the National Production Au- 
thority for a certificate of neces- 
sity. Owen S. Cheatham, Georgia- 
Pacific president, terms the proj- 
ect “all long-term planning.” But 
the U.S. Forest Service says dis- 
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INSULATED DAYLIGHT 
THAT HELPS YOU 
‘'SEE’’ MORE SALES 


Sell Insulux Glass Block” and profit from the increasing 
interest in this versatile, practical building material 


What homeowner wouldn't like a “‘see- 
through” wall as attractive as this one? 
You can profit from such a desire by 
featuring, suggesting, pushing greater 
use of Insulux Glass Block panels. 

Insulux panels are as practical as they 
are beautiful. You can recommend them 
with confidence. They have the insutating 
efficiency of an 8-inch brick wall . . 
won't frost or sweat in winter. Patterns 
are available in a wide variety—from the 
clear block shown above to those that 
restrict sight completely. 


Applications are practically limitless. 
Stairweil, kitchen, utility room and base- 
ment—to name just a few places —can use 
glass block panels to advantage. Plan now 
to push—and profit from—this versatile, 
practical building material. 
* 4 4 
For information about how you can 
profit from the increasing use of Insulux 
in home, school, factory, or commer- 
cial building—just write Insulux Glass 
Block Division, Kimble Glass Company, 
Dept. AL-7, Box 1035, Toledo 1, Ohio. 


Because she does much of her work at 
her kitchen counters, suggest counter 
lighting to brighten these working 
surfaces. Her wall of daylight won't 
rust, rot or lose brightness no matter 
how often washed or splashed. An 
occasional wipe renews the sparkle. 


Counter lighting with Insulux 
Glass Block adds glamour to nor 
mally dark spaces. Used in the laun 
dry a panel brings plenty of soft 
light right down on active working 
surfaces 


A “see-out” dining nook. A panel 
of Insulux super-clear Glass Block lets 
you see out but ends problems of 
condensation, and because of its high 
insulation value, stops icy drafts 
keens rooms more comfortable 


Literature for any Insulux Glass 
Block application is available free 
of charge just by writing to the 
address at the left 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio —Subsidiary of Owens-Illinois Glass Company 





cussions already have been made 
regarding supplying about 60 mil- 
lion board feet of lumber annually 
for a plant producing 96,000 tons 
of newsprint yearly. 

How much is there in Alaska? 
The biggest national forest is the 
Tongass, a long, narrow, island- 
dotted strip about 350 miles long 
and 120 miles wide. The Tongass 
contains an estimated 78.5 billion 
board feet, of which about 74% is 
hemlock and 21% Sitka spruce. 


Association Offers 
Low-cost Home Kit 


The Northwestern Lumbermens 
Association, to meet the demand 
for low-cost housing and to com- 
bat pre-fabricator competition, has 
made available to all retail lumber 
dealers a new low-cost home pro- 
motion kit. 


The pre-fabricator industry has 
said they plan to sell 10% of the 
homes built in 1953. This amounts 
to 100,000 homes and represents 
$300,000,000 worth of lumber. The 
Northwestern Lumbermen’s Asso- 
ciation designed the low-cost home 
kit to overcome this competition 
in a profitable manner and retain 
the home building business for re- 
tail dealers. 

Northwestern's low-cost home kit 
contains: Two FHA-VA approved 
house designs, complete blueprints 
for two low-cost homes, specifica- 
tions for both homes, two FHA 
booklets, contractor’s worksheets, 
consolidated labor and material 
sheets, suggestions for talking to 
your lending agency and sample 
advertisement to aid in selling. 

The complete package costs only 
$5.00. Write the Northwestern 
Lumbermens Association, Dept. 
AL, 1013 Fourth Ave. So., Minne- 
apolis 4, Minn. 


NHLA Considers 
Rule Changes 


All of the rule changes given 
preliminary approval by the NHLA 
steering committee, which met in 
Chicago June 4, have been pzssed 
upon favorably by the inspection 
rules committee as a whole, secre- 
tary-manager Jos. L. Muller has 
announced. The proposed changes 
will be printed in pamphtet form 
and sent to all members of the as- 
sociation, prior to the annual con- 
vention in Chicago, October 6-8. 

Among the changes proposed by 
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the committee is the inclusion of 
birch and ash in the exceptions un- 
der standard inspection permitting 
40% in 8 to 11’ lengths in FAS 
and 6’ to 11’ in selects. 

An additional change would per- 
mit bird pecks and sapwood with- 
out limit in addition to worm holes 
in the sound wormy grade. Also 
the rule covering stain was 
changed. Stain will not be admit- 
ted in cuttings unless it will dress 
out in surfacing except in grades 
where the rules specifically state 
stain is admitted. 

In the rule covering common 
dimension, the wording was re- 
vised and shortened to make it 
more workable. The grade of sound 
wormy in ash, beech, birch, etc. 
was deemed to be obsolete and it 
was recommended that it be delet- 
ed from the rules. 


See 300% Increase 
In Air-Conditioning 


An increase this year of 300°% 
in the number of new fully air con- 
ditioned homes was forecast re- 
cently by Cloud Wampler, presi- 
dent, Carrier Corp, air-conditioning 
manufacturer. Mr. Wampler spoke 
at ceremonies held at the Waldorf- 
Astoria honoring the grand nation- 
al prize winners in Carrier’s nation- 
wide competition among architects 
for the best designs for air condi- 
tioned homes. 


“In 1952 about 15,000 new homes 
or about 1.5% of the total con- 
structed in the United States, were 
equipped with year-round air con- 
ditioning. This year, 1953, recent 
data indicate that the total num- 
ber of air conditioned homes will 
approximate 60,000, or 6% of all 
homes built a gain of 300% in 
a single 12-month period. Based 
on the most reliable estimates, it 
now seems highly probable that in 
five years, assuming several busi- 
ness conditions that are favorable, 
we will find that one out of every 
two homes being built will be con- 
structed to take advantage of year- 
round air conditioning. 


“Currently there are some 50,000 
homes in this ceuntry so equipped. 
By the close of 1957 the total 
should exceed 1,300,000 and at the 
end of 1958 I believe that the num- 
ber may well pass the 2,000,000 
mark. This projected sharp rise in 
the single year 1958 reflects an- 
other trend—this one within the 
air conditioning industry itself. 


Building Trades to 
Benefit in T-H Revision 


The Administration’s bill to ov- 
erhaul the Taft-Hartley law will 
make important concessions to 
unions in the building trades, but 
will seek no change in the nation- 
al emergency strike provisions. 

The White House has abandoned 
hope of getting Taft - Hartley 
changes through this session of 
Congress, but still plans to send 
the lawmakers ¢ bill within a few 
weeks, to be acted on next year. 

As the bill is now taking shape 
at deliberations of a_ top-level 
group of White House and congres- 
sional leaders, it will make these 
changes: 

Amend the union security sec- 
tion of the law to permit a union 
shop in certain industries after 
seven days of employment, instead 
of the present 30 days. These in- 
dustries will be those of “casual 
and temporary employment’’—no- 
tably the building trades, but prob- 
ably also the maritime and thea- 
trical industries. 


Moving Day for 
Western Retail 


Western Retail Lumbermens As- 
sociation has moved into its own 
new office building at 333 First 
West, Seattle 99, Wash. While the 
building is not entirely completed, 
everything is expected to be fin- 
ished by early August. 


Your Cost of Doing Business 


Have you checked your cost of doing 
business against the figures shown on 
pages 31-32 of this issue? These figures 
ar: presented by the Kentucky Retail 
Lumber Dealers Association. Secretary 
Don Campbell calls attention to the 
rise in accounts receivable — a trend 
which may become serious. 

You may also want to check your 
figures against the results of American 
Lumberman’s survey, which was sum- 
marized in the July 13 issue, pages 46- 
49. This article is titled, “How Does 
Your Operating Statement Stack Up?” 
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wee KNOW-HOW 
MAKES CLEAN, WELL MANUFACTURED MOULDINGS 
FACTURED M( 


The long blanks from these better grades of soft, even textured 


Western Pines develop less defects running through the mould- 
ing machine, thus raising the average length in shipments. 


Using moulding, or better grades of both Ponderosa Pine and 
Sugar Pine, moulding rips are cut from the random width 
boards, resulting in longer lengths of moulding blanks. 


ani | bie 

After passing through the moulder, the piece is end trimmed, 
bundled by size, and is ready for shipment. Constant checking 
for grade follows the mouldings right into the railroad car. 


The man loading the car wears soft-soled moccasins and steps 
carefully to avoid damage or discoloration to the mouldings. He 
lines the car with paper and lays down shavings for cleanliness. 


TW&J, following their policy of providing full moulding lengths to their customers, trims 


and ships the mouldings in odd and even lengths. The carpenter is thus able to fully 
utilize each piece. 


The men who grade the lumber, run the ripsaws, operate the moulders, trim the ends, in- 
spect the products, and load the cars, are each performing a part in the overall job of pro- 
ducing the best possible mouldirgs for you. This same care holds true on all TW&J products. 


1 Montgomery Street » P.O. Box 1731 
SAN FRANCISCO 4, CALIF. STOCKTON, CALIF. 
DOuglas 2-2060 + Teletype SF 53] mY Stockton 4-836] + Teletype SK 2 
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Sterling: 


HARDWARE 


DOOR CUSHIONS 
PREVENT SLAM... 
PREVENT 

PINCHED FINGERS 


NEW PRODUCT 
FOR ALL 
BY-PASSING 
SLIDING DOORS 


Sterling Door Cushions prevent slamming 
keep flush pulls accessible... 
eliminate pinched fingers by limiting sliding action. 


Another Sterling example of 
Better Hardware thru Better Design. 


Equip alli by-passing doors with 
new Sterling No, 885 Door Cushions 
for smoothes @uieter, safer operation 


STERLING HARE 


2345 WEST NELSON STREET 


® NATIONALLY ADVERTISED 


HUMES House Peanliiul @ SEE OUR CATALOG IN SWEET'S: 


~ 


r - / Architectural File © Light Construction File 
Beller Homes * VISIT OUR DISPLAYS 


tects Samples Corp., 101 Park Ave., N.Y.C. 


Chicago Met. Home Builders Ass'n., 130 W, Randolph 


Letters to the Editors . . 


Telephone Articles Ring a Bell With Readers 


To the Editor: Your Telephone Clinic is a knock- 
out! Do I rate the set of booklets on this as I want to 
use them and refer to them in my five July dealer 
meetings in New York and Massachusetts? 

Gates Ferguson, Director of Advertising, The Celo- 
tex Corporation, Chicago, Ill. 


To the Editor: The article in the June 23, 1953 
issue of American Lumberman and the previous is- 
sue gave very interesting information about making 
sales and collections by telephone. We would very 
much appreciate a set of booklets entitled, “How to 
Make Friends by Telephone.” Thank you very much. 

Glen M. Miner, General Manager, Builders’ Market, 
Whiting-Mead Co., San Diego, Calif. 


To the Editor: Please send us your packet of book- 
lets based on American Lumberman’s telephone clinic 
sponsored in cooperation with the Illinois Bell Tele- 
phone Company. 

We read your article ‘How to Make More Sales by 
Telephone” in the June 15 issue of American Lum- 
berman, and are very interested in these booklets. 


Dick Wiggins, Olver & Wiggins Lumber Co., Ama- 
rillo, Texas. 


To the Editor: Have just returned from my vaca- 
tion and have read, with interest, the article on “How 
to ring up more sales from telephone calls’ and note 
that a packet is available so we could hold our own 
clinic. If you have a copy left we would appreciate 
your mailing it. 


B. Kuehnle, The Kuehnle Lumber Company, Toledo 
8, Ohio. 


To the Editor: We would appreciate it very much 
if you would send us the packet of booklets concern- 
ing the telephone. 

Trusting that you will be able to carry out this re- 
quest, we remain 

Henry Hilferding, President, River Road Lumber 
Co., Inc., North Tonawanda, N. Y. 


To the Editor: Please send us a complete packet of 
booklets based on American Lumberman’s telephone 
clinic sponsored in cooperation with the Illinois Bell 
Telephone Company. 

Clarence Olson, Elmer A. Olson Lumber Company, 
Karlstad, Minn. 


To the Editor: 
Telephone.” 


R. L. Shoemaker, Paul W. Light Lumber Company, 
Liberal, Kan. 


Please send packet on “Selling by 


More than 100 dealers from 30 states and several Ca- 
nadian provinces wrote, wired and phoned us for the free 
booklets, “How to Make More Sales by Telephone.” Al- 
though our offer was originally restricted to 100 dealers, 
the Illinois Bell Telephone Co. has generously agreed to 
release 30 more of these valuable instruction packets of 
six booklets to the first 30 dealers who request them. 
Write American Lumberman, 139 North Clark Street, 
Chicago 2, Ill.—The Editors. 
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Drive-In Theatre, Cedar Rapids, lowa. Upper structure sided with "Century" APAC asbestos- 
cement sheets, Ya‘’ thick. Theatre owned by Tri-States Theatre Corp., Des Moines, lowo. 


A teal showplace, thanks to 


“Contin” APAC 


asbestos-cement 
sheets 


This modern, attractive drive-in theatre 
owes much of its inviting appearance to 
“Century’”” APAC sheets! 


Year after year, this material will protect the 
structure it covers, needing practically no 
maintenance to keep it attractive, and never 
requiring protective paint. That’s service! 


These 4 x 8 foot sheets are made of two 
almost indestructible materials—-asbestos fiber 
and portland cement. That means they are 
permanently fire- and weather-resistan’, and 
proof against insects and rodents. 


Add to these features the facts that “Century” 
APAC is low in cost and goes in place 
quickly and easily and you see why it is such 
a popular building material—for both inside 
and outside uses! 


This profitable, versatile building material 
will appeal to your customers, too! You can 
confidently recommend it for siding almost 
any structure from a chicken house to a 
factory. Ask your K&M distributor to give you 
detailed information or write directly to us. 


Nature made Asbestos 
Keasbey & Mattison has made it serve 
mankind since 1873 


KEASBEY & MATTISON 
COMPANY ¢ AMBLER e PENNSYLVANIA 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln Dried and Air Dried A jan Hardwoods 
“Century” Oak and ple Flooring 


*M. E. Crisp Lbr. Co Welch, W. Va. 
West Virginia and Rontecky ieee Hardwoods, Oak. 


Poplar, Beech, —— Chestnut and other 
hardw: t. . All viettitties. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co... .Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension 


D. D. Srown Elkins, W. Va. 
Established 1880 


Mirs. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—Kiln-Drying and Planing Mill Facilities. 


*Christian Lumber Co Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


*Meadow River Lbr. Co Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


*Wood-Mosaic Co., Inc 


Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber, 


Veneers, Dimension 


*McCracken & McCall, Inc Lexington, Ky. 


ae Hardwoods 


R BEVEL SIDING 


POPLA 
and Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & 


Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky 
Complete Line of Appalachian Hardwoods. _ 


*J. P. Hamer 


and Oak Flooring 


Lbr. Co Kenova, W. Va. 


Manufacturers 


Appalachian Hardwood Lumber 


*The Mower 


West Virginia Hardwoeds, Floering and Glued-u 
Dry Kiln and Planing Mill Jacilities. Mills: we 
Durbin, Colcerd and Pettus, 


Always Specify 
Appalachian Hardwoods 


Lbr. Co Charleston, W. Va. 


® Dimension. 
lien, Dailey, 


% Member Appalachian Hardwood Manufacturers, Inc. 
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"AMF De WALTis the finest 
all-around saw I've used in 57 years!" 
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“I’ve been in the lumber and woodworking business for 57 I 

years. Take my word for it, De Walt’s the best. That holds Cu) ps ‘OdUC ls 
true whether you need a saw to make one or many cuts. ARE BETTER,..by design 
“De Walt" is not only a perfect cut-off saw, but I’ve used it 

to rip, bevel, miter, plough, shape and make other cuts. And 

it adjusts easily to make any cut, quickly and accurately. DeWatt inc Lancaster, Pa 
“I’ve used this De Walt for the past 12 years. All that time 

it’s done heavy service, 8 hours a day. What’s more, it’s 

needed no maintenance. 

“tt isn’t often that a machine gives you perfect perform- 

ance day after day, year after year. That’s why it’s such POWER SAWS 

a pleasure to use De Walt, it does just that.” 


DE WALT Inc. Dept. AL-53-7, Lancaster, Pa 
De Walt’s unmatched speed, versatility preci- 
sion and safety can save you time, money and 


labor in your operations. See your AMF De Walt 
dealer for full details. 


Please send complete information on the 
De Walt Radial Power Saw line. 


Increase your all-around efficiency. MAIL THIS COUPON TODAY. 
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The "'Green Chain’’... sorting and 
grading for Noyo Quality Control. 


NOYO 


QUALITY CONTROLLED 














Skill and 

é training play 
their part 

as the''Edgerman”’ 


selects widths. 











@ Sawn, edged and @ Surfaced and run to J 
trimmed to produce the pattern by unexcelled 
best out of the log. planing facilities. ; 
@ Inspected and graded @ C.R.A. grademarked, 

for consistent, depend- assembled and shipped to 

able, uniform quality. you under careful 


scrutiny to insure satis- 
fied customers. 





@ Scientifically seasoned 
to meet specifications 
called for. 


Precision edging, careful trimming, skilful grading 












































Moving along on live rollers from the band saw Every piece of Noyo Redwood is individually 
in huge slabs, Noyo Redwood meets its first inspected on both sides and grademarked in 
refining process at the edger. The “Edgerman” accord with C.R.A. grading regulations. The 
deftly sizes up the slabs and adjusts the edging “green chain” process 

saws to get the best possible combination of is an example of the 

widths. Then the lumber flows on to the trim- thoroughness that 

mer where the “Trimmerman” gets the best pos- keeps Noyo Redwood i “haan aun 
sible combination of lengths. Then on to the “Quality Controlled” 

“green chain’! Here we see Quality Control in- to measure up to the In order to provide prompt, 
tensified as a constant “stream” of lumber flows specifications and ex- eichaeh “on thee job” service, 
on an endless chain belt before the sharp, pectations of your natenrtaneatee nage ee 
searching eyes of trained graders and inspectors. customers. ac crarrsineteracn Mert 


and trained sales representa- 











7 SAN FRANCISCO LOS ANGELES CHICAGO NEW YORK tives across the nation. Con- 
620 Market St. 117 W. 9th Straet 228 N. LaSalle St. 2735 Grand Cent. Term. sult your local directory or 
SUtter 1-6170 TRinity 2282 CEntral 6-172 MUrray Hill 9-5189 







write to our nearest office. 


Union LuMBER COMPANY 


Member: California 
TREE FARMERS AND MANUFACTURERS 


Redwood Association 
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EDITORIAL 


Outdoor Living Offers New Market 


Four trends in American life are having a sig- 
nificant effect on the business of the Retail Lum- 
ber and Building Products Merchant. 


First, the do-it-yourself movement—first called 
to your attention by the American Lumberman 
and which we have implemented with a dealer 
promotion kit for your profit. 


Second, the growth of television which is bring- 
ing people back into the home for their leisure 
hours and greatly stimulating the indoor repair, 
remodeling and improvement market. 


Third, the decline in driving for pleasure caused 
by the serious traffic jams which are becoming 
a universal phenomenon on the American scene. 


And now, fourth, a development closely allied 
to the first three—the significant growth of the 
use of the outdoor space surrounding the house 
as a source of variety, pleasure and healthful liv- 
ing. 





In the north-central and northeastern states 
this presents a nine months’ opportunity for the 
dealer—-in the balance of the country, a _ year 
‘round potential! 


Let us take a quick look at the opportunity 
for the dealers. 


First, there is the garden and its supply. One 
lumber dealer in Washington, D.C. sold $300,000 
worth of merchandise last year in this area. His 
inventory included garden tools, equipment, hose, 
sprinklers, seed bulbs, trellises, stakes, fences, 
gates, flower boxes, green and hot houses, cab- 
inets, power mowers, pumps, ladders, window 
screens, pest controls, etc. 


Next comes outdoor recreation—one dealer in 
Oklahoma sold a half dozen swimming pools from 
a single ad. Other items he sells include swings, 
play pens, wading pools, sand boxes, sun decks, 
cabanas, dog houses, rabbit hutches, play houses, 
ping pong tables, badminton sets, croquet sets, 
doll houses, shuffleboards, children’s slides, hobby 
horses, teeter-totters, etc. 
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Many progressive dealers are capitalizing this summer on the 
trend to outdoor recreation. 








Then there is outdoor cooking and relaxation, 
for which you can sell outdoor ovens, barbecue 
pits, grills, food boxes, picnic baskets, cooking 
tools and hardware, charcoal, patios and patio 
furniture, tables, benches, seats, lockers, food 
carts, lawn furniture, children’s furniture, wheel 
toys, etc. 


Outdoor packages that run into important 
money include screen and storm porches, garages, 
carports, awnings, breezeways, storage walls and 
‘abinets, steps and walks, driveways, etc. 


As a matter of fact, a retailer could easily 
build a monthly payment package sale to any 
single home owner in any one of the four divisions 
of the outdoor-living market described above. 


On the basis of this market opportunity alone 
the deaiers should aggressively cultivate and pro- 
mote sales in this area. 





However, an additional stimulant to action 
along this line by the dealer is an announcement 
by the Douglas Fir Plywood Association* that it 
has launched an extensive summer and fall cam- 
paign which covers this market. 


National advertising will be had in_ several 
large circulation consumer magazines, and hun- 
dreds of local newspapers will spotlight the deal- 
er as the source for outdoor as well as indoor 
“packages” made from plywood. 


Dealers who wish to capitalize every opportun- 
ity for creating extra profitable consumer sales 
volume cannot afford to pass up Outdoor Living 
as a Market. 



















1. Truck ready to back onto oak showroom floor 


2. Unloading lumber in showroom 


They Put Their Lumber Bins in 


the Showroom 


|e, 


OVERALL INTERIOR VIEW § dis- 
closes wide aisles and low islands for 
easy customer shopping. Lumber bins 
in the background, 


COMPANY OFFICERS in Mr. Car- 
roll’s paneled office. Left to right: 
as he walks in the front en Paul Hankins, secretary; Ivan Car- 


roll, president, and Leo H. Wilking, 
treasurer. 


CUSTOMER GETS THIS VIEW 
trance Note the unique 


canopy with lighting fixtures set 
flush with the ceiling 


20 
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attracts interest 


Now customers can select all their 
materials on one floor in new department 
store of building materials in Bridgeport, 
West Virginia. 


The lumber bins are in the showroom! 

That’s where you find them in the new, modern 
display room of the Carroll Lumber Co., Bridgeport, 
W. Va. It is one of the most dramatic showroom dis- 
plays of lumber that has come to the attention of 
this magazine. 

The bins are placed in an orderly tier along the 
side and back walls of the giant 176x101 showroom. 
Bins on the side walls contain lumber and millwork 
and bins on the rear wall hold roofing, insulation and 
other building materials. Attractively colored cards 
attached to the bins describe the merchandise and 
price it by the piece, lineal or square foot. 

The immaculately clean, neatly stacked lumber and 
supplies in the bins blends harmoniously with the 
gleaming island displays of paint, hardware, bath- 
room fixtures and 176 other products on the show- 
room floor. 


Trucks Load Inside Showroom 


An equally revolutionary idea is that overhead 
doors at each end of the front of the building allow 
delivery trucks to back right in over the finished oak 
flooring of the display room and load or unload at the 
bins. 

This unusual display idea was conceived by owner 
I. S. Carroll who says: “The building was designed 
so a homeowner may walk into the single display 
room, pick out every item for his new home and even 
watch and supervise the loading of delivery trucks. 
I wanted the customer to be able to select ALL of 
his merchandise in one room the same way a house- 
wife would shop at a supermarket.” 
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3. Housewares to hemlock is only a step for housewife 


Carrying out the supermarket theme, the beautiful 
display islands form departments for: builder’s hard- 
ware; farm, household and mechanic’s tools; power 
tools; plumbing fixtures and supplies; heating plants; 
air conditioning units; paint; wall and floor coverings; 
electrical supplies and light fixtures; millwork; glass- 
ware; appliances; radios and television sets; toys; 
sporting goods. 

A wide-open aisle in the center of the store leads 
from the double-door front entrance straight back to 
a rounded check-out counter. The counter is canopied 
by a futuristically-designed roof. This area also serves 
as an information center and general office from 
which all personnel operate. Strategic location of the 
counter allows a customer to secure a salesman the 
minute he enters the door. Toilet facilities for em- 
ployes and the public are near the counter. 

Directly behind this area are the private offices of 
Carroll, who says: “The location of my office allows 
complete supervision of all personnel on the display 
floor and quick access to the floor. The office was de- 
signed to be relaxing and quiet and to serve as a con- 
ference and sales room.” 

The store front is constructed of quarter-inch pol- 
ished plate glass. Motorists driving by the building 
can easily see into the entire display room. The front 
parking lot contains 4,160 square feet. 


Easy Selection Possible 


Dimensional lumber storage and woodworking shops 
are located on the basement floor. Like the display- 
room floor above, this area is designed so a customer 
can walk through the storage areas, select his mer- 
chandise and watch it being loaded on a truck. Three 
12-foot driveways run the entire width of the build- 
ing. The driveways open onto a 33-foot alley at the 
rear of the building. Access to the display floor is by 
a wood-paneled staircase that features wide, sample 
windows for natural lighting. 

Carroll says most of the materials for the new build- 
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IMPRESSIVE NIGHT VIEW of the exterior 


with the entire showroom lighted 
building materials 


It is a complete department store of 


ing were purchased when restrictions on steel were in Architect from Clarksburg 
effect. Consequently, most of the materials are wood Architect for the structure was E. J. Woods and 
or masonry. The major columns on the basement floor Son, Clarksburg, W. Va. Supervising engineer was 
supporting the display floor are 24x24 block piers. The Joe Faisant, an associate of the same firm. 
piers are spaced 20’ o.c. in the north-south direction I. S. Carroll started his career by serving as mill 
and 25’ 9” east and west. These are supplemented by superintendent for the Central Lumber Co., Weston, 
intermediate 6x6 wood posts spaced 8’ 9” in one di- W. Va., for 12 years. In 1939 he went into business 
rection and 10’ o.c. in the other direction. in the Carroll & Forinash Lumber Co. of Weston. This 
Wooden beams supporting the display floor will hold yard had a volume of $400,000 to $600,000 per year. 
300 pounds per square foot in the storage area, where Carroll expects the volume in his new yard at Bridge- 
trucks load and unload, and 150 pounds per square port to exceed this greatly. He explains that he picked 
foot in the public and display area. Display-room floor his Bridgeport location because the 35-mile trading 
joists are also designed according to the loads and area has a population of 225,000 and it is growing 
sized and spaced accordingly. rapidly. 
The built-up roof on the building is covered with a Associated with Mr. Carroll in the business are two 
gravel surface. Walls are of concrete blocks with sons-in-law—-Leo Wilking, secretary and assistant 
piers spaced to give adequate support and bracing. manager, and Paul Hankins, treasurer. 


Summer is here! 
The Loggers are back in the High Country! 


Quality Sugar Pine & Ponderosa Pine Logs 
vj, are Rolling to the Mill 


Our Specialty-Mixed Cars to the Yard Trade 
Including: Mouldings — Kiln Dried of Top Quality 
Ag a 


Mixed or straight cars — Interior Trim — Jambs 
Frames — Incense Cedar Venetian Blind Slats 


- ye Cut Stock — Glued-up Panels — Box Shook 
NO 
per WV) The Ralph L. “a 


Y) RY 
‘SMITH Ke 


ERSON, 
‘Lumber Company A CALIF. 


Uf 
Up 


Our own large timber resource makes us a 


dependable source of supply 


MILLS at ANDERSON & CASTELLA 
SALES OFFICE at ANDERSON, CALIFORNIA 


Sugar Pine Ponderosa Pine - Douglas Fir —- White Fir — Incense Cedar 
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pO DRILNG MUD 


ame 














Over 6,000 dealers through- > y Now—is the time for you to Swing 


out America are keeping : into easy sales with Life-Time gates tory listed below and 
twelve “‘Life-Time’ gate fac- that last a life time... . Beautiful, 


: : : a ; get a stock of “Life- 
tories busy meeting their de y Light, Strong, maintenance free Time” gates rolling your 
mands. Outdoor displays like gates that never sag or warp. Made fof 

the one pictured above really of tempered aircraft Aluminum or way. Free advertising 
SELL gates and increase cus- galvanized Spring Steel in sizes mats and envelope stuf- 
tomer traffic. from 4 to 16 feet, 5 or 6 panel. fers to help you sell, 


Contact the nearest fac- 





FACTORY LOCATIONS 


. ALPRODCO, INC., Mineral Wells, Texas 

. ALPRODCO, INC., Kempton, Indiana 

. ALPRODCO, INC., Dublin, Georgia 

. ARMSTRONG PRODUCTS, INC., Ontario, Cal. 

. ATLANTIC ALUMINUM (€0., Waynesboro, Va. 

. CARTWRIGHT C0., Collierville, Tenr. 

. DERING INDUSTRIES, Scappoose, Ore. 

. HENRY FIELDS CO., Shenandoah, lowa 

. HENRY FIELDS CO., Yankton, $. Dakota 

. WAYSIDE INDUSTRIES, Mentor, Ohio 

. MARSHALL CO., Arlington, Nebraska : 
. MARSHALL (0., 4747 W. Colfax, Denver, Colo. © 








onowm fF ws 





—_——_— 
no Oo 


For the BEST gates EVER BUILT ...and the CHEAPEST to OWN. "fig 
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POINTERS 


Dramatize Hardware By Panel Displays 


Plumbing samples pointed out here by Ted Wyatt 
are just one of several handy display panels found in 
the Ralph Fell Lumber Company’s hardware ware- 
house in Banning, Calif. The panel doubles as an at- 
tractive display while indicating the contents of the 
bins. The bins are 16 feet long; the panels are 30 
inches wide and 80 inches high. 


Animated Sign Builds Contacts 


A 40-foot animated display sign of the Morristown 
(N.J.) Lumber & Supply Co. attracted widespread 
interest and developed live business contacts during 
the recent “Morristown Cavalcade of Progress.” The 
sign was divided into six window-like scenes showing 
activities connected with buying and building a home, 
including: home plan service; mortgage service; site 
advice; quality materials; kitchen planning service; 
and “home sweet home’’—the finale. The figures in 
each scene were about eight inches high and built in 
perspective to give a feeling of depth. The sign was 
rented from the Merritt Lumber Yards, Reading, 
Penna. and decorated by the exhibitor with a paper 
fence and advertising sign. 





WEST CORST 
UPLAND HEMLOCK 


‘ i) 
DOUGLAS FIR : ot 


from this loading dock is headed near you. That's because 


: 


: 
b 
3) teed 
« ea: 2 
A. toy S ib —_ t 
Y se = ae ’ 


& igh, i 


READY TO SHIP — WHEREVER YOU ARE 


One of the 14 cars of Oregon-American quality lumber —— os 


A’‘s old- 


growth Douglas Fir and West Coast Upland Hemlock are recognized by 
buyers in all parts of the country for their fine quality and manufacture. 
hese buyers know O-A‘s complete, modern facilities and choice timber 
make for consistently high grade lumber products. 


Let Oregon-American route one of these cars to you. You'll find O-A lum 
ber fills all your requirements. Straight or mixed cars to suit your needs. 


T f our high quality 


KILN DRIED OLD-GROWTH DOUGLAS FIR 


ion, Boards, etc. 300,000 feet daily 


OREGON -AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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THESE WIZARDS WITH W00D 


Get a well deserved Trophy 
For boosting the Business 


Of Browning & Brophy 


2s 


WELOWOOD 
FiRZITE 
TINLAC 


| zs 


» ES. 


YHIOAE 3 DUIMWO AE 


— 


Dealers say it’s almost magical the way all three 

of these United States Plywood Products are gaining 

in popularity. The first is Weldwood Glue... America’s largest selling 

wood glue. The second is Firzite...a MUST for finishing fir plywood. 

The third is Satinlac, which helps you cash in on the big demand 

for natural wood finishes. Each brings people into your store... 
and each pays you handsome profits. 


UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U. S.- MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chicf Trading Areas 





Largest Selling Wood Glue — 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to - wood 
bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c. 65c. 95c: 5 Ibs.. 10 Ibs.. 25 Ibs. 





WELDWOOD 





Blond or pickled effects call for 


WHITE FIRZITE 


Recommend WHITE 

Firzite for magical 

woodsy effects on 

hardwood or soft, 

plywood or solid 

lumber. For light 

Wis: pastel tones, recom- 

aha Z mend WHITE Firzite 
tinted with Colors- 

in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite! ) 





Big demand for natural wood finishes, sells 


trend is for light 
woodwork. When 

\ : \ 
make friends by re- 
and color-beauty of any plywood or 
brush or spray; dries “dust-free” in 


ierien x natural wood fin 

customers ask you 
commending SATINLAC, It brings 
solid wood, Water-clear Satinlac 
20 minutes, ready for next coat in 3 


The big modern style 

ishes — on furniture, 

i wood panelling and 

what to use, you'll 

out and preserves the natural grain 

avoids that “built-up” look. Easy to 
or 4 hours. 


In pints, quarts, gallons. drums. 
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First in a Series on Residential 
Low-Cost Building Techniques 


ROBERT K. WEAKLEY looks at his angle iron, roof-truss jig table (cost: $250) on which two men can make a roof 
truss in six minutes. Precut 2x4 members and plywood gussets are stacked for rapid handling 


10 Ways to Prefab for Profit 


These tips from a successful Ohio lumber dealer 
who is also a prefab manufacturer will help you: 
e Get more contractor AND consumer prefab business 
e Find sources for profitable prefab work 
e Gear your organization for package selling 




















Healthier profits and a_ super- 
service reputation among both 
contractors and consumers will re- 
sult for the lumber retailers who 
precut and prefab farm buildings, 
garages and made-to-order house 
sections, says Robert K. Weakley, 
owner, Weakley Lumber Co., New- 
ark, Ohio. 

In seven years Weakley trans- 
formed his average-volume retail 
lumber yard into a $2,000,000-vol- 
ume prefab-house plant. 

“I’m certainly not advising lum- 
ber retailers to sell out and become 
prefab house manufacturers,” 
says Weakley, “but I do believe 
dealers could cash in on the na- 
tion’s growing prefab trend and 
rather easily create new business 
and greater profits.” 

Here is the program Weakley 
suggests: 

1. Start thinking in terms of 
packaged-price selling rather than 
item-price selling. 
PREFAB ROOF TRUSSES for a house like this can be made on a jig table in 2. Make a survey of your local 
your warehouse, The contractor can save time and trouble by using you contractors to find out how many 


ready-made trusses—-and precut studs, floor joists and roof sheathing would be interested in getting imme- 
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diate service on roof trusses and pre- 
cut studs, floor joists, etc. 

3. Conduct a similar study of your 
farm territory to determine farmers’ 
interest in getting prefab or precut 
equipment sheds, milk and tool 
houses, corn cribs, animal shelters 
and other buildings on one-day no- 
tice. 

4. Discover the demand in your 
territory for prefab or precut § ga- 
rages. (Check with local bankers and 
building and loan associations on fi- 
nancing arrangements. If possible, 
finance such construction yourself.) 

5. Train your sales, warehouse 
and outside staffs for packaged seil- 
ing, manufacturing and erection. 
(Careful inventory control is a re- 
quisite of continually profitable pre- 
cut and prefab operation.) 

6. Decide on standard sizes and 
have your welder make one or more 
adjustable roof-truss jig tables of 
angle iron and steel plates (cost— 
about $250 each). Make wooden tem- 
plates for cutting studs, joists and 
other units to standard lengths. 

7. Solve seasonal-idleness problem 
of the warehousemen by having them 
prefab and precut units, 

%. Have salesmen gather leads for 
packaged-deals and reward them ac- 
cordingly for both leads and percent- 
age of completed sales. 

9. Educate your local builders 
concerning savings in HIS time an-= 
money by having prefab and precut 
units delivered to the building site as 
they are needed. 

10. Advertise enough to get your 
public to thinking in terms of order- 
ing a prefab milk house or garage 
today and having it “ready for oc- 
cupancy” tomorrow. Point out the 
greater consumer savings for the 
buyers who erect their precut build- 
ings. 

The angle-iron roof truss jigs 
can be marked off and made adjus- 
table for prefabbing at least two 
types of trusses of varying pitch 
and length. Plywood gussets for 
joints can be nailed to the trusses; 
metal plates under the gusset areas 
of the jig table will automatically 
clinch the nails. A two-man crew 
can assemble an average roof truss 
from precut lumber in six minutes. 

Weakley also points out that 
most of the cutting for units can 
be handled by a warehouse radial 
saw with a minimum of adjusting. 
Patterns for studs, sheathing and 
other items can be painted in dif- 
ferent colors or grooved for dif- 
ferent lengths. 

“As a dealer builds his yolume 
in precut and prefab sales,” says 
Weakley, “he can expand into oth- 
er items thereby offering both his 
contractor and consumer custo- 
mers wider, more efficient service 
in building materials.” 
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PRECUT ROOF SHEATHING for this house (although it is a prefab) helped 
the builder reach this stage of completion in six hours. 


PLYWOOD GUSSETS make effective joints for truss parts. The 


nailed to both sides of the 


roof truss timbers 


PREFAB OR PRECUT FARM BUILDINGS, such as this milk 


made by your crew 


with 


radial 


Saw 


and some hand tools. 


gussets 


house, cap 


are 


be 
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12 of a Series 


Run Project Ads to 
Bring in Remodeling Prospects 


An increasing number of dealers are promoting 
remodeling business on a “package” sale basis. 

Tremendous support is being given the remodel- 
ing movement by national magazines, newspapers, 
manufacturers and financing agencies. These people 
are selling for you. The opportunity for tie-in with 
this support is well worth your special effort on these 
points: 


1. Development of Home Planning Service Dept. 
which offers planning help and suggestions . . . han- 
dling of financing estimating contractor 
contacts . . . special services such as working draw- 
ings and construction check-up for do-it-yourself 
buyers. 


2. An advertising program to tell prospects about 
these services, and to sell the “package.” 


Some of your ads should be devoted entirely to 
the “package’’ theme. Others should combine projects 
and products. The first 12 ADservice pages contain 
142 illustrations, plus layout and copy suggestions 
that make it easy and economical to prepare attrac- 
tive ads. 


NEW SERIES OF ADservice MAT PAGES 
BEGINNING IN NEXT ISSUE 


10 new pages of timely product and project mats at 
the same low price of $3.95 per page. You'll want 


these new mats for Fall and Winter ads on paint, in- 


sulation, remodeling, Christmas gift merchandise, etc. 


Place Your Order Now—See Coupon Below 





AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Please send the following ADservice mats: 
Page No. 12. | enclose $3.95. 
| enclose $47.40. 
| enclose $39.50. 


Pages 1 thru 12. 
[] Pages 13 thru 22. 
COMPANY 


ADDRESS 


NAME 


cITY.. ZONE STATE 
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SUGGESTED “PACKAGE” AD LAYOUT 

This 4-col. layout uses illustrations from ADservice 
Mat Pages Nos. 8, 9 and 12. Ad can be made larger 
or smaller by substituting different size mats from 
Same pages. See suggested copy below. 
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YOUR NAME 





| VISIT OUR HOME PLANNING | 
SERVICE DEPT | 











SUGGESTED COPY 


1, 2 


CONVERT WASTE ATTIC 
SPACE INTO A 
BEAUTIFUL ROOM 


TRANSFORM BASEMENT 
OR PORCH INTO A GAY 
RECREATION ROOM 


At surprisingly low cost you Give the youngsters a place 
ean have a new bedroom, or to play and entertain their 
maybe two plus extra friends - a handsome “fun 
built-in storage space — by room” in the basement, 
finishing your attic We'll where it's cool in summer 


help you design it - and 
give you step-by-step tin- 
structions if you're 
the job yourself. 


warm in winter. Whether 
you want it to be elaborate 
doing or very simple, we have 
dozens of helpful ideas on 





design, 

3. 4. 

MAKE A YEAR ’ROUND ADD A ROOM 
ROOM OUT OF PORCH To YOUR 


OR BREEZEWAY 


Let us estimate the cost of 
turning your “fair weather” 
porch into a beautiful full- 
time room. For design help, 
call on our Home Planning 
Service Department. 


PRESENT HOME 


A permanent, well-built ad 
dition like this gives you all 
the advantages of a large, 
expensive new house vet 
costs only a few dollars 
monthly. 


(Include list of principal materials and 
typical monthly payment for each project.) 
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Cedar Closet Lining Piywood Cornice 
MAT NO. 139 
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ADservice MATS AVAILABLE 
TO LUMBER DEALERS ONLY 
You get this entire page of mats for only 


$3.95. These are finest quality baked mats 
and can be used over and over again. 








MAT NO. 141 MAT NO. 142 


NEXT ISSUE ADservice will feature 
mats on paint, ladders, brushes, ete. To 
get the complete 1953 series of ADservice 
mats, use coupon on page at left. 
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“Chi-Namel’s Selling 
Aids and Services 
Attract New 
Customers” 


Says Chi-Namel Dealer 
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Evelyn Luchsinger 


SAM C. NELSON 


Alexandria Lumber Co., Alexandria, Minn. 


“We have carried the Chi-Namel line of paint for 10 years, 
during which time our sales have continued to increase due to 
our efforts, the quality of the product and the sales helps the 
Chi-Namel company has furnished. The seasonal specials have 
been helpful in bringing new customers into our store. The 
special consumer promotions and color planning service have 
also aided. When we put paints in our Nelson, Minn., lumber 
yard last year it was natural to select the Chi-Namel line. We 
also appreciate the prompt handling of orders and the personal 
attention we get from Chi-Namel representatives.” 


HOW MUCH NEW BUSINESS DOES YOUR PAINT LINE PRODUCE? 


Your paint line is probably a good one, 
ask for paint by its brand name. 
well known is your paint line, 


but not all customers 
The big question is not how 
but rather how many new cus- 
tomers does it actually bring into your store 
Chi-Namel dealers everywhere 


. Testimonials from 
prove that Chi-Namel’s high 
quality products, promotions and services bring in many new 
paint customers... customers who buy other merchandise as well. 


-----------------------, 


PAINT & VARNISH CO. 


1101 Third St. So., Minneapolis, Minn. 
Please send me the Chi-Namel story. 





Address 





City 








Here are 17 WAYS Chi-Namel 
helps dealers get customers: 


® Color Planning 
Studio 

®@ Architects’ and 
Contractors’ 
promotions 

® Painters’ 
promotions 

@ Industrial 
promotion 


®@ Special mailings 

@ List mailers 

®@ Special product 
promotion 

@ House-to-house 
sales 

®@ Novelty sales 
stimulators 


®@ School Board 
promotion 

® Farm promotion 

@ Newspaper ads 

® Radio 
Announcements 


®@ Dealer stationery 

@ Statement inserts 

@ Special Sale 
promotion 


@ Special Consumer 
promotion 











WRITE FOR THE CHI-NAMEL STORY— 
Learn how Chi-Namel is building new paint 
business for its dealers with advertising that 
does more than just sell the idea of painting. 
It brings customers directly to each Chi-Namel 
dealer’s store. 


ChiNamel 


Minneapolis, Minn. 
Branches: 


Fort Wayne, Ind. Atlanta, Ga. 
Boston, Mass. St. Joseph, Mo. 
July a: 
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1952 Survey of Cost of Doing Business 


Class A Class B Class D 


A 
NET SALES 
COST OF MERCHANDISE SOLD 


GROSS MARGIN 


COST OF OPERATIONS 


TOTAL EXPENSES 


NET OPERATING PROFIT 
OTHER INCOME 





NET PROFIT BEFORE INCOME TAXES 


CLASS Under $50,000 sales 
CLASS B .. $150,000 $225,000 
CLASS C : $225,000 

CLASS D wecvcees.- Over $360,000 sales 


Dealers 
alers 
alers 

Dealers | 


Where Does Your Sales Dollar Go? 


Compare your cost-of-doing business Average net profit before income taxes shrank from 
: , . 7.16°% in 1951 to 6.75% in 1952 for Kentucky dealers 
with Kentucky dealers, who report higher participating in the association’s annual cost-of-doing- 
sales, but increased operating expenses and business survey. Eighty-eight dealers participated in 
= Nera We 5 7 the 1952 survey and 75 dealers in the 1951 survey. 
lower net income for 1952. Cost of sales rose from 69.56% in 1951 to 71.82% 
in 1952; at the same time expenses declined from 
24.60° to 22.98°7.; other income reflected an increase 
UR SAT from 1.32% to 1.55%. ' 
S°QOLLA Bs Collections are slower. Accounts receivable for 75 





dealers increased 14.25°7,, a trend which will result in 
> a serious financing problem unless it is checked, 
. warned Secretary Don Campbell. 
Sales for 1952 totaled more than 36 million dollars 


9 
° 





es, ell \, Summary of Operations with Percentages 
/ Total \ «= 


1949 - 1952 


($36,47485216 ; ba F COMPARATIVE SUMMARY OF OPERATIONS 


\ 


\ Net Sales, 


Combined for all Reporting Dealers 


749 75 test ! 52 
ALE 758 DEALERS 88 DEALERS 
' reece ane 
SALE 


ST OF MENCHANDISE SOLI 

« S 

Ss Ee 
AL SS MARGIN 


IPERATIONS 


This chart shows cost of sales 
for 1952 
1952 1951 
TOTAL NET SALES 100.00 100.00 
Cost of sales 71.82 69.56 
Executive salaries 3.90 3.92 
Depreciation, bad debts, 
interest, rent and 
ot her ( osts 1 97 5.32 NET PROFIT BEFORE INCOME ne 
Labor and other 
salaries 11.68 13.08 
All other taxes 88 .96 
Net profit before 
income taxes 6.75 7.16 
100.00 100.00 


TOTAL EXPENSES 


NET OPERATING PROFIT 
THER INCOME. MISCELLANEOUS 
DISCOUNT LEARNED 
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compared with slightly more than 30 million for the 
75 dealers reporting in the 1951 survey. 

What was your cost of doing business in '52? If it’s 
anything like that of Kentucky dealers, it reflects a CLASSES 
continuing upward trend which is not just regional 
but national in character. . 

Kentuckians show an increase in sales over the pre- A B < io Combined 
vious year, but still not as high as in 50. Net operat- 
ing profits (average percentage) are slightly down as 344% 
compared with '51 and '50, but about that of ’49. 

Campbell reminds dealers that profitable operations 
depend upon a few simple principles, namely these: 


Cost-of-sales comparison 1952 to 1951 











34% 6 %% 7% 6 %% 
PROFIT | PROFIT] PROFIT PROFIT 











—_ 234% 24 %% 22 4% 21% 212% 
1. Liabilities, both current and funded, should be EXPENSES EXPENSES EXPENSES EXPENSES EXPENSES 
kept within bounds. 











Working capital must be adequate. 





Inventories should show a normal rate of turn- 
over annually. 


Receivables should be kept liquid. 


On this last score, Campbell observes, 75 dealers 
reported a total increase of 14.24%. This situation 
has all the earmarks of a collection problem, he says, 
unless dealers do something to check it. 

The figures shown in the above table should be of 
interest to dealers everywhere as a basis of compari- 
son with their own operations. Controlling costs and 
maintaining sales volume to yield reasonably high 
profits are the two basic problems facing retailers 
today. (For another cost-of-doing business compari- 
son, see American Lumberman’s July 13th issue, pages 


46-49, “How Does Your Operating Statement Stack Suptosees Pes Bester 
Up?”) 



































Average Number of Class A ClassB Class C Class D Combined 

















On “Build Your Own” Furniture 





Newest trend in versatile furniture. 
These metal frames plus your 1” x Profits on our Metal Units. 
12”s make room dividers, bookcases, 
etc. (Each order comes complete 
with cross braces.) 








—_ Profits on EXTRA lumber, 
Retails Ws. 


ie mee and | d, paint, varnish, etc. 
— #R502—27” high | $4.25 5 Ibs. plywood, paint, va . 
Hest #R503—59” high 7.95 | 9% Ibs. 











Section #R504—32” high] 4.95 [6% Ibs. Tables— Bookcases—Room Dividers 
tl Fil supports 12” deep —Benches—All made from lumber 
BOOK CASES in YOUR YARD NOW—PLUS our 
metal legs. The Do-It-Yourself 

market is HOT. We started a na- 
floor or hang on the wall. Make any | tional sensation with wrought iron 
length by a the metal frames “Build-It-Yourself” furniture with 
plus your 1” x 10” boards. Pair (in- . : 
cluding cross-braces) $8.95 retail. our units. Here i & brand new 
Added sections $4.50 each. Wt. 9% extra-profit business tailor made 
Ibs. per pair. for you. Order now and get your 
share of a fabulous new market. 


























Anyone can make these to set on the 














TWO STYLES OF METAL Height Attach HAIRPIN ‘ Ws. DIAG- Ws 
leg Under Specify ¥' ye" ONAL Lbs. “ae _— 

or 9" Rd , Lbs. | 5e” Rd. National Advertising 
6” sofa, couch $5.55 31 $5.25 3 PLUS countercards 


pw — 





br s73_[ om | « [sas] om] 4nd display material 
sa” __ comes 5.95 4¥2 5.65 subject to 40% dealer 
14” coffee tbl. 6.65 5 5.85 6 discount. F.O.B. Los 
cocktail tbl., bench 6.95 52 5.95 | 7 | Angeles, California. 
Ne ae es SL 


-_ — }Send your order 
dining tbi., desk 13.45 . TODAY! 


ANGELUS WROUGHT IRON Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 





TV, lamp, end tbis 8.95 7 









































July 27, 1953, AMERICAN LUMBERMAN & 





New economies in masonry home construction 
are possible today with the new SCR Brick de- 
veloped by Structural Clay Products Research 
Foundation. And today, Balsam-Wool stands 
out as the ideal insulation for an SCR Brick 


wall—and as the ideal profit builder for YOU. 
Here’s why: 


*K Balsam-Wool, with its remarkably low thermal 
conductivity factor of .25 is one of the most efficient 
building insulations known today. 


K Moisture resistance of Balsam-Wool exceeds gov- 
ernment specifications. The warm side liner of this 
sealed insulation is a highly efficient vapor barrier. 
Both liners are weatherproof and waterproof. 

*K Balsam-Wool will not settle because the insula- 
tion mat is bonded to the liners. 


% The rugged asphalt liners of Balsam-Wool stop 
wind penetration, and tests show that in brick wall 
construction, there is a definite need for wind protec- 
tion such as Balsam-Wool blanket insulation provides. 


% Balsam-Wool Sill Sealer provides an effective job 
of sealing the joints between the top of the brick wall 
and the plate. Balsam-Wool Sill Sealer is a felted wood 
fiber blanket 6” and 8’ wide with a moisture-resistant 
binder. 


<> Balsam-Wool’ 


Sealed insulation 





the 


SCR Brick Wall 


| \ 


Tol etel sama a cete)| 
Takiticehateta’ 


BALSAM-WOOL 
BLANKET INSULATION 


SCR BRICK 


514” x 114" x 2% 


easy 


application 


Balsam- Woole Products of Weyerhaeuser *Nu- Wood* 


*Reg. U.S. Pat. Off. 
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AS 


AS4 


ANA 
‘ 


SPECIAL STAPLE INSERT 
FOR QUIK-WAY CLIP 


Balsam-Wool is easy to apply. Complete information 
is available in a special bulletin prepared 

by Wood Conversion Company for SCR Brick wall 
application. Mail the coupon for your copy. 


Wood Conversion Company 
Dept. 120-73, First National Bank Building 
St. Paul 1, Minnesota 


Please send me @ somple and technical bulletin containing complete in- 
formation and application data for the use of 

Balsam-Wool with SCR Brick wall construction 

Balsam- Wool Sill Sealer. 








DIAL 3-5419 


And Your 


COAL 


Will Be Delivered 
Promptly 
A- COAL AND 
LUMBER CO. 
1228 Cedar St. Dial 3-5419 
Rodney Anderson, 2329 12th Ave. 











Offers Free Tickets 


To increase the readership value 
of their local advertising, Rock- 
ford, lil. merchants give away the- 
ater tickets. In operation fer the 
past seven years, the idea has 
proved especially successful for the 
A-1 Coal & Lumber Co. Names are 
chosen at random from the tele- 
phone directory and inserted at 
the bottom of each ad. Readers 
watch A-1 Coal & Lumber Com- 
pany’s ads with keen interest, 


hop- 
ing to find their names. 











Makes Good Door Divider 


Shaped, tempered hardboard 
makes excellent dividers for a door 
display, according to the Gee Lum- 
ber & Coal Co., Chicago. The hard- 
board sections are set in saw kerfs, 
protecting the doors from scratches 
and gouges when they are pulled 
in and out. 


Posts Bills Here 


Outside the Vaughan Lumber 
Co., Winchester, Tenn., is this bill- 
board with a section for posters. 
Bottom of frame is removable, per- 
mitting poster to be changed each 
month. Red plywood letters, cut 
in the Vaughan shop, are attached 
to asbestos-cement board painted 
white. 

Posters cost $4.25 per set of 
two. Vaughan buys three sets a 
month and rotates them among 
his three trucks and billboard. 





DILLARD 
Roseburg Lumber's 
new plywood plant 
and modern sawmill 
plant at Dillard, Ore 
gon, adjoin each other 
for fast, prompt ship- 
ment. Your order is 
filled simultaneously 
from both plants, as 
suring meticulous care 
on your exact require 
ments 


Lumber! 


DOUGLAS FIR 
PT 


FIR PLYWOOD 


YOUR SPECIAL CAR...LOADED 
FROM TWO PLANTS AT THE SAME TIME 


Put your needs in Old-Growth Douglas Fir and Fir Plywood to Roseburg 


You'll receive the best in service and quality. 


Roseburg’s new plywood plant—producing 50 million feet annually of 
fine Fir Plywood—and its modern sawmill with a 100 million feet annual 
capacity, combine to offer you outstanding manufacturing and shipping 


facilities. 


MIXED CARS TO SUIT YOUR NEEDS 
Kiln-Dried Douglas Fir Dimension, Boards and Bundled Uppers 
Fir Plywood, both Exterior and Interior Grades 


ROSEBURG LUMBER CO. 


neral OF 
ROSEBURG 


PHONE 
OREGODS 


July 27, 


Sawmill and Plywood Pl 
DILLARD. OREGON 
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HOLE-IN-THE-WALL aids Rob-Lun 
Lumber and Builders Supplies Co. 
partners, John C. Lunney, left, and 
Douglas H. Robertson, in showing 
customers how to finish wallboard. 


WOMEN BUY TOOLS as proved by 
this sale being made by clerk Miss 
Lauretta Le Brasseur, left, to cus 
tomer. 


Showmanship Flair 
Steps Up Wallboard Sales 


Tons of wallboard being sold by Niagara Falls firm 
through use of a clever hole-in-the-wall display. 


A do-it-yourself wallboard dis- 
play that customers call ‘the hole- 
in-the-wall” is helping the Rob-Lun 
Lumber and Builders Supplies, Ni- 
agara Falls, N. Y., sell a trailer 
load of the product per week. 

A 1x2 section of the wallboard 
near the office entrance in the 
firm’s new showroom was left un- 
finished. In a matter of seconds 
customers can see how the wall- 
board looks immediately after it is 
in place; how adhesive is applied to 
the joint; how the joint is covered 
with tape; and how the wall looks 
absolutely jointless after one coat 
of light-colored rubberized paint. 

Douglas H. Robertson and John 
C. Lunney. co-owners, said that 
within one month after this prac- 
tical display was completed they 
started selling a trailer load per 
week. They are outselling their 
nearest competitor in this product 
by four times. 

Rob-Lun’s newly-opened (45x30) 
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showroom is squarely 
the homeowner handy man or 
woman. The office section is fin- 
ished in four styles of wood panel- 
ing. Filing cabinets and office rec- 
ords are concealed behind three 
types of sliding closet doors which 
double as working samples. Desks, 
drawers and built-in tables in the 
office were constructed by the part- 
ners to show clients how easy it 
can be done. Three types of tile 
flooring adorn the structure. 

The partners belong to diversi- 
fied organizations: Lions Club, area 
business men’s association, two 
building associations and a yacht 
club. Both partners are Boy Scout 
counselors. 


focused at 


“The membership in the yacht 
club has produced a sizeable busi- 
ness in plywood and 
boats,” says Robertson. 

Newspaper display and shopping 
guide advertisements emphasize 
the do-it-yourself and small-month- 


lumber for 


PRODUCTION LINE PREPARATION 
of special cut orders can be handled 
by means of the saw and conveyor 
located near the overhead-garage- 
door equipped loading dock 


BIG CUSTOMER INCREASE is being 
enjoyed by the Rob-Lun firm since 
the opening of the new how-to-do-it 
focused showroom 


ly-payment angles. Point of pur- 
chase advertising is supplemented 
by American Lumberman’s do-it- 
yourself posters. The firm mails 
1,650 copies of American Lumber- 
man’s HOME Maintenance and Im- 
provement Magazine to their cus- 
tomers four times each year. 

As former construction superin- 
tendents, Robertson and Lunney 
are well qualified to advise people 
who are interested in doing their 
own repair and remodeling work. 
“We try to help the customer econ- 
ymize by showing him inexpensive 
methois of handling particular 
projects. This practice has built 
confidence in our customers and 
profits for our business,” said Rob- 
ertson. 
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Pi Lo RI 


TORNADO DAMAGE at W 
these destroyed buildings. 


Barnes Lumber C 


Waco, is seen in 


Texas Dealers Tackle 
Tornado Damage 


Waco firms open long hours to furnish materials; 


San Angelo dealer 
down payment. 


Within hours after a series of 
house-smashing tornados roared 
through Texas, local lumber deal- 
ers in San Angelo and Waco were 
ready to supply replacements 
ranging from window glass to en- 
tire subdivisions. 

Coincidentally, in San Angelo 
the Armstrong Brothers’ Lumber 
Co. previously had planned to 
launch a campaign to sell $5,000 
FHA-approved houses before the 
tornado struck. The town was de- 
clared a disaster area after the 
storm and victims could buy the 
houses under FHA Title I (Sec- 
tion 8) provisions with no down- 
payment. 

At Waco, regardless of the fact 
that the W. F. & J. F. Barnes Lum- 
ber Co. suffered more than $100.- 
000 in damage, the firm extended 
its regular hours and stayed open 
seven days a week to help the city 
rebuild 
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offers $5,000-FHA houses with no 


The San Angelo dealer's house 
replacement program is well un- 
derway with one house completed, 
eight under cnstruction and many 
more in the planning and closing 
stages. 

John Armstrong, president, ran 
a full-page ad in the Sunday paper 
following the disaster, telling 
homeless families they could have 
a new house for nothing down an” 
$40 per month on a 20-year pay- 
out. 

The house is an attractive frame 
two-bedroom unit containing 642 
square feet. It is equipped with 
separate kitchen and living room. 
hipped roof and porches at both 
the front and rear door. 

W. H. Curry, manager of the 
Barnes Lumber Co. at Waco, said. 
“Our yard suffered greater dam- 
age than any other in the city but 
only one of our trucks was dam- 
aged and we were able to deliver 
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SENSATIONAL NEWS FOR 
LAKE VIEW TORNADO VICTIMS 
If you were a victim of the Lake View tornedo 
and lost your home but still own your lot, we hove 
emazingly good news for you! 


WE WILL BUILD THIS WONDERFUL HOME 
ON YOUR LOT... WITH ABSOLUTELY 


NO DOWN PAYMENT 


. WE CAN PAY Vou 


$500 IN CASH 


te help you buy sew fersiture, draperies ete. and inctede 
this amount is your loan 


You are eligible tor these exceptional benefits, even 
if you were renting ot the time of the tornado. 


We still have many choice locetions . . . mony 
lots for you to choose trom. 
Pick out @ lot TODAY . . . select @ floor plan 


from several choices . . . and let us build this 
“Home of Your Dreams” + immedictely! 


[.\rmstrong Bros. 


LUMBER COMPANY 











FHA-APPROVED, %5,000 HOMES, 
with no down payment, were offered 
by the Armstrong Brothers’ Lum- 
ber Co., San Angelo, to tornado vic 
tims. The newspaper ad brought 
thousands of inquiries. 


merchandise all the time. We even 
stayed open all day Saturday and 
Sunday for several weeks.”’ 

Storage and parking sheds at 
the Barnes Co. were unroofed and 
torrential rains destroyed thous- 
ands of dollars’ worth of materials. 
In all, the ternado smashed 44 
blocks in the downtown area and 
left more than 110 dead. 

Other firms that suffered dam- 
age in the storm but remained 
open to help in the rebuilding in 
Waco included: Sligh Lumber Co., 
Darden Lumber Co., B & L Lum- 
ber Co., Bruce Campbell & Son, 
Nash-Robinson Co., Collins Lum- 
ber Co., Circle Lumber Co. and the 
City Lumber Co. 


1953, AMERICAN LUMBERMAN &9 








e Maxi 
est Cost 


In these times of rising prices, offer your customers beauti- 
ful FORD flush doors! They're volume-produced to sell at 
rock-bottom prices—with no sacrifice of quality. Look at 


these features! 





DISTRIBUTORS: Write today for full information and prices of 
money-saving, profitable FOKD doors! 


RETAILERS: Send for name of your nearest distributor! 


NORTHPORT 


FLUSHWOOD DOOR CO. 


Northport, Michigan Phone 2322 
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FOLLANSBEE 
TERNE METAL 


for all these jobs! 


CHIMNEY FLASHING 


DORMER FLASHING 
WINDOW FLASHING 


Here is a time-tried, profitable egg for you to sell for every 
type of weathersealing job. Yes, every flashing, valley and 
conductor is another big opportunity for you to make a nice 
profit selling Follansbee Seamless Terne Metal. 

Remember, every roof needs metal at the points of wear whether 
it be slate, tile, built-up, metal or composition, Only metal 
assures complete weathersealing. And Follansbee Terne Metal 
is the ideal weathersealing material. 

Here’s why your customers—builders, roofers, home owners 
want Follansbee Terne Metal: 

1. DUCTILE—-Kasy to handle, Terne forms a tight bend . . . 
won't crack or peel . solders quickly. Contraction 
and expansion are never a problem with Terne! 

2. NO DESTRUCTIVE CORROSION— Terne’s lead coating 
flashes well with other metals without special treatment. 

3. PERMANENT Terne will outlast the life of the building, 
as proved by many roofs still in good condition after 75 or 
more years, 

4. LIGHTWEIGHT Needs no specially reinforced structure. 
Can be painted any color for harmony or contrast. Fireproof 

. windproof... hailproof, 

Follansbee Terne Metal is tough, easily-worked, copper-bearing 

steel, hot-dip coated with a lead-tin alloy . . . supplied in 50-ft. 

continuous, seamless rolls, in widths of 14’, 20”, 24”, or 28’, 


and in 8, 20 or 40 Ib. coating weights. 


Order today from your favorite sheet metal distributor 
or write for complete information. USE THE COUPON. 


» send me information on Terne and the name of 
my nearest Follansbee Terne Metal distributor. 


(J Please send me samples of Follansbee Terne Metal pro- 


motion material. 


NAME 


COMPANY 


ADDRESS 


FOLLANSBEE STEEL CORPORATION 


PITTSBURGH 30, PA. 
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OLDEST WOODEN CLOCK in U.S. is believed to be this 
family heirloom of Herman Rizzi, retired Minneapolis 
lumberman. It was made in 1640 from wood out of 
Black Forest of Germany. 


Lumberman Claims 
Oldest Wooden Clock 


Herman Rizzi, retired lumberman of Minneapolis, 
believes he owns the oldest wooden clock in the United 
States. Now hanging on a wall of his home, it was 
made in the year 1640—the date is carved into the 
bottom——and it still keeps good time. 


The entire clock is made of wood from the Black 
Forest of Germany, the Schwarzwald, and its wheels 
were carved with a bread knife. Mr. Rizzi relates 
that in 1640 the three Kreuz brothers of Waldau in 
the Black Forest invented the wooden clock and his 
is one of the first 10 they made that year. It has 
been in his family ever since, handed down from 
father to son, and Mr. Rizzi has possessed it since 
1950. Watches and clocks are his hobby and he has 
many. 


Mr. Rizzi has been a subscriber to American Lum- 
berman for many years. He retired last January af- 
ter 57 years in the lumber industry, beginning at 
3aden in the Black Forest when he was nine by saw- 
ing lumber in a waterpower-driven sawmill, cutting 
one board at a time. He says he came to “tais great 
country of Uncle Sam” in 1909 and became manager 
of retail yards in South Dakota and Billings, Mont. 


Mr. Rizzi laughingly says he now has so much saw- 
dust in his blood at 68 years of age that he can only 
sleep in a wooden bed with a sack of sawdust for a 
pillow but he is healthy and “strong as an oak tree.” 
His father is 97 years old and “still going strong” in 
Baden, where he owns a brewery. 


38 








Pointer 


Ad Helps New Mexico Dealer Win 
Farmer Friends and Customers 


BOWMAN LUMBER CO. 
SALUTES THE 


FARMER and RANCHER! 


Do You Want THIS "YOU 


Are Doing Your 
Part to 
Preserve The 


sol 
coos tt 
BOWMAN 
Help You 
Preserve 
And 
Maintain 





Your 


Buildings” 


HEAVY DUTY GALVANIZED 


STOCK TANKS 





RE-ROOF BEFORE WINTER 


Ne | Codar—per square 


Shingles $13.50 fer.-corociyersen. .. 2525 


5 ft. ~- Capacity 12} bbls. . . 45.75 
6 ft. - Capacity 17} bbls. . . 57.95 


Shingles.$9.75 | 


GALVANIZED 


ROOFING 
11.95 sq. 


PIPE SPECIALS 


"2" Galv. Pipe, Ft 


Me 1 Coda—per square 


21048. ASPHALT 


SHINGLES 


WIDE SELECTION OF COLORS — PER SQUARI 


$7.85 
“PLUMBING SPECIALS" 


COMMODE 


CLOSE COUPLED WITH WHITE SEAT—Req 35 95 valve 


$33.95 


20-GALLON—Reg 55.50 value 


V4" Galv. Pipe, Ft 
1" Galv. Pipe, Ft 


14" Galv. Pipe, Ft 
‘rR > ote SE 


Water Heater 46.75 BARGAIN SPECIAL! 


ayy oy Plyboard ... I5¢ 
Barbed Wire $9,251 Plyboard . . 33!c 


DOWN IN THE SOUTHWEST, Carlsbad, N. M. to be 
exact, the Bowman Lumber Co. took big display space 
(8x21) in their local newspaper to salute the farmer 
and rancher, yet do a first-rate selling job. ‘You are 
doing your part to preserve the soil . let Bowman help 
you preserve and maintain your buildings,’”’ states the 
copy with good illustrations of farm and town buildings 
In repair and disrepair. The ad also plugged plenty of 
farmer “specials,” each one price-marked 
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WITH MANUFACTURERS AND WHOLESALERS___ 


Oak Flooring Group Inaugurates 
Dealer Sales Training Clinics 


To help sell more hardwood 
flooring, the National Oak Floor- 
ing Manufacturers’ Association has 
launched a _ nation-wide 
dramatized sales 


series of 
training clinics. 

The clinics, which will be held 
wherever the demand warrants, 
utilize professionally-produced ma- 
terials; recorded examples. of 
right and wrong selling methods; 
charts; life-size cut-out figures and 
a kit of sales aids and instructions. 

“We believe the sales cliries to 
be one of the most aggressive mer- 
chandising steps taken in recent 
years by a major segment of the 
lumber industry,” says Henry H. 
Willins, secretary. “They are the 
oak flooring manufacturers’ an- 
swer to retailers’ pleas for positive 
action to counter the promotional 
onslaughts of materials competi- 
tive to wood.” 

James B. Wiseman, assistant to 
the president of E. L. Bruce Com- 
pany, Memphis, acted as master of 
ceremonies at both opening clinics 
in Youngstown, Ohio, and Pitts- 
burgh, Penna. He was aided by 
Willins and Milton Craft, president 
of Chapman and Dewey Lumber 
Company, Memphis, and immediate 
past president of the association. 

The Youngstown presentation 
was made in the 4-Square Club be- 
fore 42 members of District 17 of 
the Ohio Association of Retail 
Lumber Dealers. The Pittsburgh! 
clinic, held in the Sheraton Hotel 
drew an audience of 45 dealers 
from Pittsburgh. McKeesport and 
other western Pennsylvania com- 
munities. 

John B. Veach, chairman of the 
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ONE MAJOR 
THEME of new 
promotional pro- 
gram is pointed 
out by John B 
Veach, chairman 
of the board, Na 
tional Lumber 
Manufacturers 
Association, Left 
to right, Irving 
Halsted, Scott- 
dale Wood Prod 
ucts Co., Secott- 
dale, Penna.; T 
W. Bond, DeSoto 
Hardwood 
ing Co.. Mem- 
phis Howard 
Mecklem, Meck 
lem Bros., Ro 
‘hester Penna: 
Veach and Mil 
ton Craft, past 
president of 
NOFMA 


Floor 


board of the National Lumber 
Manufacturers Assn. and president 
of Veach-May-Wilson, Inc., Alcoa, 
Tenn., was among the industry ob- 
servers. 

Speaking briefly, Veach empha- 
sized that the oak flooring associ- 
ation is vitally concerned with pro- 
tecting the lumber dealer’s tradi- 
tional role in the orderly distribu- 
tion of hardwood flooring. That 
point also was stressed by Wil- 
lins at the Youngstown meeting 
and is treated in detail in the pre- 
pared presentation. 


A pocket-size calculator which 
converts board feet prices of hard- 
wood flooring to square yard prices 
is included in the “sales action 
kit.”” The square yard unit of meas- 
urement, the presentation explains, 
is familiar to the average buyer. 
Carpeting, slip covers and other 
items are bought by the square 
yard. Board foot measurement, 
however, is a complete mystery to 
most persons. 


Figures are given to show that 
the cost of oak flooring, installed 
and completely finished, is sub- 
stantially lower than that of good 
quality carpeting. Durability and 
beauty of oak floors are also em- 
phasized in the presentation. 


Among other highlights of the 
production are recorded conversa- 
tions illustrating the poor selling 
approach typical of some dealers 
and the contrastingly sharp sales- 
manshin employed by salesmen of 
flooring materials competitive to 
oak, 


One feature of the clinic is the 


appearance of ‘Mr. Contractor,” 
who wavers back and forth  be- 
tween oak floors and competitive 
materials in a discussion of floor 
selection with a home buyer. Of- 
fering to give the buyer “anything 
you want,” Mr. Contractor makes 
no effort to influence the choice. 
With wise merchandising, the pre- 
sentation points out, lumber deal- 
ers could transform such builder: 
into active salesmen for oak floors. 

The clinic runs 75 minutes. Or- 
ganizations of wholesalers and 
commission men, as well as retail- 
ers, may arrange for clinics. Writ’ 
Henry H. Willins, secretary, Na- 
tional Oak Flooring Manufactur. 
ers’ Association, 814 Sterick Build- 
ing, Memphis 3, Tenn. 


Liquid Finds Own Level 
In New Tube Device 


An ingenious device for deter- 
mining levelness of stakes, up- 
rights and concrete forms, as well 
as for grading, building founda- 
tions and other construction work, 
is known as the Levelall. Its use- 
fulness to builders and contractors 
is practically unlimited, since its 
application lend it to a variety of 
uses. It is manufactured by Level- 
all, Rockland, Mass. 


Basically, the standard model 
consists of a 50-foot clear plastic 
tube filled with a special red liquid 
called Level-Flo that finds its own 
level. Its operation is so simple 
that one man can determine level 
points without assistance. 
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MANUFACTURERS AND WHOLESALERS -- Continued 


Plywood Makers Give Dealers Advertising Boost 


Douglas Fir Plywood Association spending quarter 
million on smash midsummer campaign in nation’s 1,626 
daily newspapers; yard ad mats. 


Sparked by a potential $1,000,- 
000 advertising program to in- 
crease retail sales, the Douglas 
Fir Plywood Association is em- 
barked on its promotion program 
for the balance of 1953. The man- 
ufacturers’ helping hand to dealers 
started with the Plus-4 program 
this spring, currently is conduct- 
ing a $250,000 smash summer ad- 
vertising campaign, is expected to 
be followed by a $100,000 sales- 
men’s contest now being mapped 
out with jobbers and will conclude 
this fall with a campaign to cap- 
ture some of the Christmas cash 
for dealers. 

The Plus-4 promotion, with the 
8-Way counter stand had been 
placed in 19,000 dealer yards by 
last month, with more than 325 
jobbers tied in. The DFPA furn- 
ished dealers with a wide variety 
of plans for in and outdoor ply- 
wood projects. 


$250,000 Publicity Push 

The first part of the current 
campaign started when the west 
coast plywood manufacturers 
scheduled a $250,000 midsummer 
advertising push in newspapers 
and magazines, over and above the 
regular plywood promotion, in a 
move to double across-the-counter 
summer sales for retail dealers. 
The schedule extends over seven 
weeks in the 1,626 daily news- 
papers of the U.S., largest news- 
paper ad program ever run for any 
building material. 

The first ad appeared the week 
of July 13, the second breaks July 
27 and others run the weeks of 
August 3, 10, 17 and 24. Prepared 
ad mats were sent advertising 
managers of all daily papers, with 
headlines including “Now is the 
time to do-it-yourself with fir ply- 
wood”; “Take it from your lum- 
ber dealer the weather’s right, 
the price is right,” ete. Every ad 
features prominently, “See your 
lumber dealer today. He has new 
plans for you.” 
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“The dramatic new fir plywood 
newspaper campaign provides deal- 
ers an unmatched opportunity to 
double the impact of their own lo- 
cal advertising,’ W. E. Difford, 
managing director of Douglas Fir 
Plywood Association, points out. 
“Dealer tie-in ads, run next to each 
of the six national plywood ads, 
can tell builders, home owners and 
home craftsmen where to buy and 
feature individual dealer prices to 
capitalize fully on the big national 
promotion.” 


Tie-in Ads for Yards 


The set of mats running in the 
1,626 dailies differ somewhat in 
text from the dealer tie-in ads, 
which headline: “Build It Your- 
self’; “Do - It - Yourself Special”; 
“Headquarters for Fir Plywood”; 
“Today's Best Buy”; “Good News 
for Weekend Carpenters,” and “3- 
Day Special on Fir Plywood.” 

The combined circulation of the 
1,626 papers being used will bene- 
fit dealers by a total of 35,000,000 
readers. Dealers in towns without 
a daily can tie in by running the 
free ad mats in their weekly pa- 
pers. Fifteen new ad mats pre- 
pared for dealers are available on 
request to Douglas Fir Plywood 
Association, Tacoma 2, Wash. 

While the newspaper campaign 
is figured to reach 80% of the na- 
tion’s homes, the industry will run 
pages in national consumer maga- 
zines at the same time. 


Aggressive Promotion 

The DFPA newspaper campaign 
crowns its continuing program of 
aggressive plywood sales promo- 
tion with an annual investment of 
over $1.5 million. The balance of 
the $550,000 program to build sales 
for 1953’s last half is now in the 
works, including the salesmen’s 
contest. The contemplated Christ- 
mas program will identify the deal- 
er as a source of ideas on what to 
make for Christmas and is expect- 
ed to be ready to go early in Octo- 


ber to further stimulate the do-it- 
yourself market, which alone is al- 
ready well over a billion dollars a 
year and growing larger every 
month. 


NOWS THE TIME 10 


DO IT YOURSELF 
“FIR PLYWOOD ! 


Take advantage of long summer evenings and low fir ply- 
wood prices to start that building job you've planned 
Whether it's a boat or a built-in . . . now's the time to do it 
with easy-to-use fir plywood. Your lumber dealer has helpful 
plans and idea booklets for scores of building and remodeling 
jobs you can do with plywood. See him today! 


WHICH OF THESE JOBS NEED DOING AROUND YOUR HOME? 


@ @ CHECKLIST FOR JOBS CHECKLIST FOR JOBS Bm 4 
Ry SME WANTS DONE ME WANTS DONE > / 
2 i 





} Dress up your bitchen with #108 plywood 
New Cabmmets ond shelves Fu kant Fpong. sturdy 
plywood mebes it easy even bud YEXT OFPA™ on the 
pane! means water proot give 





a 








tu 
usable floor space 


© Dovgies Fir Plywood Aun, Tocome, Week 


Cee your lumber dealer today ! 
He has NEW PLANS for you 


ASK FOR DEPA QUALITY-TESTED FIR PLYWOOD 
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FOR FAST-DRYING, 
LOW-COST 
CORN STORAGE 


Here is the answer: 


22 FSi 


KEYSTONE 
CORN CRIBBING 


* Fast-Drying provided by 


open-mesh steel wire fabric 


* LOW-COSE becouse no expen 


sive motenolh needed 


* Quick and Easy 1 ee 


one man con do it 


* Economical Cover «o- 


be provided by convas or tarpaulin 
sad * No Shelter tor ror, mice, or 
other rodents 
° Strong and Durable 
opper-bearing, Galvannealed steel 


will Bo 
eYeyexsmallaat-lalel 


tr KEYSTONE © 
CORN CRIBBING 


Farmers will want Keystone Corn Cribbing when they 
see ads like this in the August and September issues 
of leading ‘‘corn belt’’ farm magazines 

The big carry-over of corn and a good 1953 crop 
will create a heavy demand for emergency storage 
facilities 


ASK YOUR RED BRAND 
FEHCE DEALER FOR IT 


Keystone Stee! & Wire Compony 


Keystone Corn Cribbing gives:you. a practical, eco 


nomical answer. It's a quick turnover item. One man 


can erect it. Requires no costly base. Copper-bearing, 
Galvannealed steel wires make the crib last for extra 
years of service. It’s the least expensive storage 
farmer can buy 


a 


Get ready for fall demands. Write for full details 
on how you can cash in on this profifable Keystone 
Corn Cribbing program. Full merchandisiAg sup- 
port available to qualified dealers 


Keystone Steel & Wire Company 
PEORIA 7, ILLINOIS 


Red Brand Fence * Red Top Steel Posts 
Keystone Poultry Netting * Nails * Gates * Bale Ties 


BuILpING Propucts MERCHANDISER 





Windows that SELL 


are equipped with 
Tai 


SASH BALANCES and WEATHERSTRIPS 








No Window 
Insulates 
as Well as 


“We are delighted with our easy-operating, 
weathertight windows, thanks to our builder 
who equipped them with Hettinger’s TRIPLE 
SEAL. He tells us that they meet or exceed the 
requirements of the American Wood Window WOOD WINDOW 


Institute. And they‘re featherlight, too—so vel- 
vet smooth that even a child can open them.” 


UNIT PACKAGE 
SPEEDS INSTALLATION 


For quicker on-the-job or mill- 
assembly of window units. Every- 
thing needed for one window 

is packaged in a single unit 

—your choice of either 

the famous STANDARD , 

unit or the new ONE 

PIECE full jamb cover 

unit. Also available in 

bulk. Write today for full infor- 
mation and the name of your distributor. 


Combination Sash 
Balances and Metal 
Weatherstripping 


Weatherproof Products Corporation 
Waldo Station, P. O. Box 8498, Kansas City 14, Missouri 


Please send me complete information about Hettinger’s Triple Seal 
1 am a builder (]) — dealer [1], interested in on-the-job 
installation [] — mill-assembled window units [_] 


on 
A annimmnnne 








Ci Sicccidencbaibbinesc STATE 
COMMUNI ~f 














Market Sluggish in 
Tacoma Area 


The lumber market in the Ta- 
coma area continues to be slug- 
gish. Buying is below normal, par- 
ticularly in the poorer grades. De- 
mand for top quality items is 
somewhat better, but still is con- 
siderably below that usually evi 
dent at this season of the year. 

Logging operations likewise are 
suffering, due partly to the weak 
market and also to the advent of 
dry weather. Summer forest fire 
precautions have been invoked in 
many logging areas. Many camps 
are operating on a “hoot owl” shift 
basis. Although hot weather was 
slower than usual in arriving in the 
Pacific Northwest this year, the 
forest are tinder dry. No serious 
fires have been reported as yet in 
this area, but every safeguard is 
being exercised. 

One disturbing factor has been 
the cancellation of some 50 Army 
contracts for lumber for Korea 
with approximately 20 Pacific 
Northwest firms. Officials of the 
Lumbermen’s Industrial Relations 
Committee, meeting in Tacoma to 
discuss industry wage negotiations, 
said the companies had lost con- 
tracts for a total of 34,000,000 feet 
of boards and timbers previously 
scheduled for shipment between 
now and October. 

A portion of this already had 
been cut and set aside for loading. 
Industry spokesmen said it is too 
early to tell what effect this will 
have upon the general situation, 
but that offers to renew existing 
wage contracts still were before 
the unions. 

Considerable local construction 
is in progress, but this is far from 
sufficient to bolster the overall 
situation elsewhere’ throughout 
the nation. 


Prices Holding 
At Seattle 


Mid-summer finds the lumber 
market here with many soft spots 
but most prices holding to levels 
of two weeks ago. Only deterrent 
to production has been several 
brief county closures due to fire 
weather and the voluntary cur- 
tailment of July 4. Many mills 
remained down in the week after 
the holiday. 
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MILLIONS OF Floor Area of Contracts Awarded for Residential MaLIONS OF 








=. fT. Buildings in the First Five Months of Each Year 
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1925 ‘26 '27 '28 ‘29° 


Some transit cars bring good 
prices but others are piling up de- 
murrage. Two by 10 dimension ap- 


pears to be the strongest item 
with 2x6 following, selling often 
higher than 2x4. Supplies are not 
large. Green hemlock is weak and 
dry a little softer. Large supplies 
of air-dried hemlock are available. 
A big drop in plywood orders still 
leaves the mills with four to five 
week order files. Production of ply- 
wood so far this year is 25.10% 
greater than in 1952. 

The shingle market is_ spotty. 
No. 2 is a little stronger and so 
are No. 1 Royals which are scarce. 
Cedar siding is steady but under- 
cover price concessions are re- 
ported to have been made before 
the market steadied. Pines are 


30 ‘31 '32 ‘33 34 35 '36 ‘37 '38 39 “40 ‘41 '42 ‘43 ‘44 '45 ‘46 '47 ‘48 '49 50 ‘5! ‘52 '53 0 
Source of Data: F. W. Dodge Corp. for 37 Eastern States =a 


(Copyraht 1953 By The Chwage Tribune! 





Wood Atom 
Shelters Work 


A $40 wooden lean-to base- 
ment shelter provided ‘‘good” 
protection from the atomic 
blast, radiation and falling 
debris during the tests at 
Yucca Flats, the Civil De- 
fense Administration recent- 
ly announced. A “corner base- 
ment room wood” shelter 
costing $95 provided even bet- 
ter protection. The best pro- 
teccion of all was by several 
kinds of concrete covered 
back-yard shelters, the agen- 
cy reported. 

















July 











holding steady except for No. 3 
and 4 common which is_ weaker. 
Air-dried pine supplies are in- 
creasing fast. 

Log prices are unchanged. Low 
grade cedar logs are being im- 
ported by the Japanese who cut 
them into panels for home build- 
ing. 

The log inventory as of July 1 
reveals a large supply. Puget 
Sound reported 427 million or 33 
million feet more than on June 1. 
A year ago on July 1 logs totaled 
343 million. Columbia River has 
363, which is 37 million more than 
June 1. A year ago the figures 
stood at 501 million feet. Grays 
Harbor reported the same figures 
July 1 as on June 1, namely 95 
million. A year ago the district 
had 72 million. 


Vacations Slow 
Kansas City Markets 


The summer vacation period is 
having its effect on lumber opera- 
tions in the southwest and new 
business has slowed down, reflect- 
ing shutdowns on the part of in- 
dustria' plants, chiefly box and 
furniture factories. In the hands 
of mills, however, are substantial 
numbers of inquiries which were 
submitted before the seasonal shut- 
downs of the industrial plants. 
In addition, small retail yards 
throughout the district are not 
buying lumber as the manager, or 
owner, who has the authority to 
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X HOLESALE DISTRIBUTOR. 


os 
7~ 


. Sobel Products 


SPECIALIZING IN 


PONDEROSA PINE 
r Bey FIR 
: ~ REDWOOD 


(eo.J Silhernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph &-0540 


BuiLpInc Propucts MERCHANDISER 





EVERYTHING'S IN 
YOUR FAVOR with 


2,440,741 


STAINLESS 
STEEL OR 
"= 
ALUMINUM a 


f° saat > Proven in almost 2,000,000 installations, 
the HUDEE Ideal Sink Frame has 
To INSTALL earned the plaudits of Homeowners, 
/ Architects, Builders and Installers 
everywhere. There is no other 
practical method of installing a sink 
bowl or lavatory into a counter 
top. Each permanent, water- 
WATERTIGHT tight, sanitary sink counter 
100% top is a credit to you when you 
SANITARY Ome sell and install HUDEE. 
. pe Sell the best — profit 
ANTEED with the best — 
com ‘ HUDEE! 
‘Every Time / 
> USED 
WITH ALL 
TOP-COVERING 
MATERIALS 





NATIONAL ADVERTISING 
TELLS HOMEOWNERS THE 
ADVANTAGES OF HUDEE 


These leading magazines are 
telling your customers about 
HUDEE. Cash in on this cam- 
paign. Ask for your free ~<a “ying 


i“ 
tie-in material today. Guaranteed ay » 


Good Housekeeping 
<7? 











45 aoviatisid * > 
"Use only the Sink Frame bearing this Seal”. FOR ALL 

4 FLAT RIM * 
Call the Hudee RTE Ty 
Distributor in OR SQUARE 
Your Area or CORNERS 
Write Factory 


WALTER E. 


225 West Hubbard Street 
Chicago 10, Illinois 


IN CANADA: Wolter E. Selck and Co. Lid., Toronto 


AND COMPANY 
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place orders, is away on vacation. 

Full shutdown of operations for 
vacation has been more noticeable 
this year than ever before. Mills 
report they are not building up 
stocks even though it is apparent 
that business should pick up sharp- 
ly in the next few months. The 
opinion is that price lists, which 
have shown no change for months, 
are about at their lows. This con- 
tention is based solely on the 
knowledge of operating costs and 
the narrow profit margins experi- 
enced by mills. 

Observers report that scores of 
small mills in the southwest, those 
that have to buy their timber, can- 
not make money at the prices 
charged for timber and still com- 
pete with the mills which have 
their own source. 

The overall lumber picture here 
is one of steadiness with price lists 
holding firm at recent levels. Price 
cutting was apparent for a while 
on the part of small mills on the 
east side of the Mississippi river 
which had some surplus items, but 
now those offerings have dried up. 

Yellow pine operators still com- 
plain over the competition in this 
market created by the inflow of fir 
from the west coast. 





Nationally Shipments 
12.5% Above Production 


Lumber shipments of 500 mil : 
reporting to the National Lumber 
Trade Barometer were 12.5% 
above production for the week end- 
ing July 4, 1953. In the same week 
new orders of these mills were 
13.6% above production. Unfilled 
orders of the reporting mills 
amounted to 40% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 22 
days’ production at the current 
rate, and gross stocks were equi- 
valent to 54 days’ production. 


For the year to date, shipments 
of reporting identical mills were 
3.8% above production; new orders 
were 4.3% above production. 


Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
20.8% above; shipments were 
28.9% above; new orders were 
39.6% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
25.8% above; shipments were 
28.4% above; and new orders 
were 11.1% above. 


Southern Pine 


For the week ending July 4, 
1953, 109 mills reporting, produc- 
tion amounted to 16,061,000 feet, 
up slightly from the previous 
week. Orders were 14,255,000 
which was 11.24% below produc- 
tion for the week. Shipments were 
15,453,000 feet, 3.79% below pro- 
duction for the week. 


The same week a year ago pro- 
duction was 12,890,000 feet, orders 
were 13,208,000 feet and shipments 
13,490,000 feet. 


Western Pine 


For the week ending July 4, 
1953, 109 mills reporting, produc- 
tion amounted to 53,187,000 feet, 
down 24,670,000 feet from the pre- 
vious week. Orders were 64,553,000 
feet, 21.4% above _ production. 
Shipments were 56,730,000 feet, 
6.7% above production. Orders 
were 13.8% above shipments. 


The same week a year ago pro- 
duction was 45,302,000 feet; or- 
ders 60,201,000 feet and shipments 
52,640,000 feet. 





DONLEY 
The Damper 
of 
SUCCESSFUL 
FIREPLACES 


General design to encourage 
smokeless and heat producing 
construction 


1 CONTROL DEVICE 


sary. No sticking due to rust. 


Cor-Ten Steel. 








- Damper is easily opened and closed 
by poker hooked in ring. Alternate device is operated by 
rotating key on breast of fireplace. 


2 VALVE PLATE BEARING — Plate rests in angle formed by 


two lugs with back slepe of casting, assuring easy open- 
ing and closing or complete removal of plate when neces- 


4 UPTURNED FRONT FLANGE strengthens casting so it can 


Spraveo Eno 


ie 









Upruaneo 
Fronr France 










6 BROAD END FLANGE rests on masonry jamb with free- 
dom to expand when heated. 

3 VALVE PLATE is 3/16” thick, corrosion resisting U.S.S. 

7 STRONG GRAY IRON CASTING lasts as long as the build- 
ing. Donley Cor-Ten Steel Damper, if selected, gives similar 


long service. 


THE DONLEY BROTHERS COMPANY ° 13928 Miles Avenue, Cleveland 5, Ohio 


STRONG GRay 
Ron CASTING 


be set at any desired height with freedom of shape or 
type of fireplace front (facing) material. 


5 SPLAYED ENDS conform to splayed side walls that help 
reflect heat into room. 


VALVE PLATE 


Va.ve PLATE 














sa ae 
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PROFIT makers for DEALERS 


TWO CHAMPIONS TO BUILD UP 
YOUR “MORE-SALES” CAMPAIGN! 


Wisconsin Knight 
FLUSH DOORS 


— Birch, Lavan, Gum Birchina — 


A complete line of better flush 

doors, with all the quality fea- 

tures you want: Two hollow 

core styles, a solid core, four ; 

face veneers! With 7-ply all- fs a 
wood construction. Wisconsin . 
Knight offers dealers a good 

line of flush doors at a com- Ask now about 


eas : thi fit 
petitive price. epperteaity! 


Made Zale FOLDING DOORS 


covered with 


ashon| 
A wie 
It’s that easy to prove that ADJUSTO-SEAL is the world’s by the oD te 8 heed etek: tet eee 
best weatherstrip ... whether it’s combined with metal . rem oer, mocha and off-white; stand 
. ‘ “ii ard sizes. 
for door bottom use, or with plastic for around doors 


: - ‘ae Sales are booming in folding 
and windows. 7 , if fs doors, to builders and ‘‘do-it-your- 
i a self’ homeowners! And Wonder 
When customers see how ADJUSTO-SEAL’s thousands of ties its p, Fold offers them mere for less 
: 2 ae : ity 4 i ay money: trimmer, necter door that 
vertical wool fibers snug right down against that uneven iid} stacks smaller; lighter weight; fire 
. , 7 as 2 resistant. Very simple to install 

surface...you can start for the cash register. For the 


> > e ‘ . We'll send you a free swatch of 
occasional customer who still hesitates... just pick up Ee color materials! 
an ordinary weatherstrip and try the same thing. 





The coming trend: NHPB Plan B-265 features a modern home 
That's all, brother! You've clinched the sale. Because with 8 flush doors, 12 folding doors! Are you cashing in on 


no other weatherstrip can pass the “clenched-fist” test. sacaalhaetacntl 


BE SURE TO FEATURE DISTRIBUTORS! Ask for full facts—today! 
BOTH ADJUSTO-SEAL PRODUCTS! ee ee 


The NEW PLASTIC AND PILE ADJUSTO-SEAL - - n 
for around doors and windows comes marked Ww § D o D 

at | ft. intervals for easy dispensing, and is pack- 18 (0 n mn 0 0 c 0 m d UJ 
aged two ways: in bulk, on reels of 50 yards; Phone TExas 4-8008 


or in individual packages containing 17 feet 10101 Lyndon Ave e Detroit 21, Mich 
(enough for around one average door or Y : . . 


window) 


This new Schlegel product has all the proper- RUSH THIS COUPON. FOR GREATER PROFITS! 


ties that have mase ADJUSTO-SEAL door 
botrom weatherstrip so pepular with your cus- WISCONSIN DOOR COMPANY AL-7-27 
tomers. Door bottom strips available in stand- 10101 Lyndon Avenue 
ard sizes. Detroit 21, Michigan 
if your Jobber Please send full information about 

doesn’t carry ADJUSTO-SEAL, | [] WIS KNIGHT [] WONDER-FOLD 

write: SCHLEGEL Manufacturing Co., 
Dept. AL, Rochester, New York FIRM...... 
Oakville, Ontario, Canada 























ADDRESS 


CITY, STATE 
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a compilation and average of mill prices at press time and 


Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 


should not be con- 


sidered as current on the day the magazine is received. 


useful in following market 


mately ten days before receipt of 


DOUGLAS FIR 


Verticn! Grain Flooring 
B&B ( D 
ix4 165.00 155.00 105.00 


Wiat Grain Flooring 
iT ‘ d 





135.00 130.00 93.00 
1x6 155.00 160.00 105.00 
Drop Siding 
1x6 (Pat. #106).155.00 150.00 110.0% 
Ix6 (at. #116).155.00 160.00 105. 0¢ 
Celling 
“x4 .125.00 123.00 80.00 
Ix4 .115-125 120.00 80.00 
Heoards and Sh plap and 2” (Green) 
1x6 1x8 1x10 1x12 
No. 1 65.00 67.00 67.00 75,00 
No. 2 8.00 9.00 659.00 68.00 
No, 3 51.00 53.00 61.00 60.00 
No. 1 Dimension 
1? 14 16" 18 °0 
2x 4 70.00 70.00 70.00 70.00 70.00 
2x 6 67.00 68.00 67.00 70.00 68.00 
2x 8 67.00 67.00 65.00 67.00 67.00 
2x10 67.00 68.00 67.00 67.00 67.00 
2x12 6.00 65.00 65.00 67.00 67.00 
Ne. 21 enuston 
2x 4 63.00 63.00 66.00 65.00 65.00 
2x 6 62.00 62.00 65.00 63.00 63.00 
2x 8 64.00 64.00 64.00 64.00 63.00 
2x10 64.00 64.00 64.00 64.00 64.00 
2x12 64.00 6400 64.00 64.00 64.00 
So. 8 Dimension 1/1, Only 
2x 4 50.00 
2x 6 417.00 
2x 8 41.00 
2x10 10.00 
2xil2 37.00 


(Add 10-15 dollars for dry lumber) 


RED CEDAR SHINGLES 


“ ogee 





24” 4/2 13.50-13.7% 
No. 2 24” 4/2 70 
No. 3 24” 4/2 ine 
Verlections 
No, 1 - 5/2% 10.00-10.25 
No. 2 18” 5/2% ‘ 
No. 3 18” 6/2% 
XXNXX 
No l 16” 5/2 850-8 75 
No. 2 16” 5/2 4.40 
No. 3 16” 6/2 3.50-3.7 


WESTERN RED CEDAR 


rices for red eedar aiding tn mixed 
care, new bundling, @ to 10’ are; 


Ne cled Siding, % Inch 
Clear a” mi 
x4 inch 75.00 70.00 45.00 
x5 inch 80.00 75.00 5.00 
x6 inch 100.06 95.00 75.60 
xS inch 125.00 120.00 85.00 


Clear NRungnlow Siding. % Inch 


8 inch 140.00 1655.00 125.00-120.00 
10 ineh 185.00 180.00 1 »00-160.00 
12 inch 190.00 185.00 150.00 
VMintsh Boand Ber. $2 or 48, 
W to 18 or Reungh 
8 ere. . 240.00 
1x10 250.00 
1x12 


, ‘% wien «+++. 265.00 
Celllng or Flooring, B and Bir, 9-10" 


B& Ber. Cc D 
1x3 120.00 100.00 90.00 
oO 120.00 116.00 95.00 
Discount on mouldings 620° -20° odd 
lengths 
Series 8,000 
Tisting under 4.00—list plus 35 per 
cent, 
Listing 4.00 and over—list Plus 35 
per cent. 
Clear Lattice, 5/16” x 1-3/4"—2’ to 18” 
100 lin. ft 


-1.50 
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the 
market price changes since the last issue 


Bold 
the Editors. 


The prices should be 


face 


WESTERN PINES 


trends and as a check on purchases made approxi- 


magazine listings denote 








Ponderosa Pine 
ikRWw 
Selects and 
28 or 48 1/4 RW 6/4 RW 8/4 RW 
C& Btr RIL 750.00 255.00 265.00 
Shop. S2s No. 1 No, 2 
fA 142.00 110.00 
6/4 142.00 1lo.oe 
(OoOmmons, S2 or 48 
P&E tr No No. 4 
ix & RI, vs ue S400 64.00 
Ixl2 KI, 125.00 44.00 64.00 
idaho White Pine 
Seleets S2 or 48 
Ix4 Ix6 1x8 1x10 
C&Btr. RL 70.00 271.00 271.00 278.00 
I) tan 239.00 239.00 239.00 250.00 
Commons, S2 or 48 No. | No No 
1x 157.00 145.00 118.00 
1x12 ISS8.00 151.00 118.00 
Sugar Pine 
Selects 
S2r4s VAakRW iRW 8/4 RW 
Be bBtr RL 2 on SU.00 285.00 
C RL A) “Ho 275.00 280.00 
D> RL hoo 245.00 245.00 
Shop. 282 No. 1 No. 2 No 
rl 157.00 1°5.00 85.00 
6/4 1 oOo l 00 85.00 
Clear Pin @$x2 aixik x2 %xlh 
White 185.00 155.00 177.00 162.00 
Red 193.00 165.00 177.00 162.00 
Sel. Piain 
White 73.00 145.00 167.00 152.00 
Red 180.00 167.00 152.00 
#1 Com, 
Vin. White 
& Red 160.00 130.00 115.00 125.00 
#2 Com. 
‘In. White 
& Red 110.00 70.00 82.00 77.00 
#1 Com, 
& Btr 
Shorts, 
my” .. 110.00 =80.00 97.00 17.00 
Vertical Grain Flooring 
B&R Cc dD 
1x4 170.00 160.00 140.00 
Flat Grain Flooring 
ix4 150.00 140.00 100.00 
1x6 180.00 170.00 


Drop Siding 
Ix6 (Pat 
1x6 (Pat 


2106) 
7116) 


Boards & Shiplap 








1x6 
No, 1 ...300.00 
No, 2... 75.00 
No. 3 60.00 
No. 1 Dimension 
12 ] 
2x 4 89.00 90 
“x 6 85.00 6. 
2x 8 88.00 S88, 
2x10 98.00 98 
2x12 104.00 104 
No. 2 Dimension 
2x 4 82.04 83 
2x 6 78.00 79 
2x $8 78.00 79 
2x10 82.00 83. 
2x12 82.00 83 
No. 3 Dimension 
2x 4 55.00 
2x 6 54.00 
= § 53.00 
x10 53.00 
2x12 52.00 


1x8 1 
105.00 1 
77.00 


00 9° 00 
oO 86.00 
oo = SS.00 
00 99.00 
Ooo 104.00 


00 85.00 


00 saon 
00 80.00 
00 83.00 


00 83.00 
R/L. Only 


50.00 
50.00 


+00 
7.00 
65.00 


x10 
1 


18: 
102.00 
96.00 
96.00 
96.00 
115.00 


95,00 
89.00 
89.00 
89.00 
89.00 


130.00 


120.00 
120.00 


1x12 
140.00 
80.00 
70.00 


20 
102.00 
96.00 
96.00 
98.00 
120.00 


95.00 
91.00 
91.00 
91.00 
91.00 





July 


REDWOOD 


Bevel Siding 


vax 4 V.G. Clear All Heart.. 90.06 
Wax 6 V.G. Clear All Heart....... 117.00 
42x 8 V.G. Clear All Heart....... 138.00 
“x 6 V.G. Clear All Heart....... 117,00 
6x 8 V.G. Clear All Heart....... 145.00 
ex10 V.G. Clear All Heart....... 155.00 
4x 6 V.G. Clear All Heart....... 154.00 
4x $ V.G. Clear All Heart....... 184.00 
%x10 V.G. Clear All Heart....... 207.00 
4x12 V.G. Clear All Heart....... 211.00 
Note A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above sizes 
Anzne Siding 
1x10 V.G. Clear All Heart........ 240.00 
1x12 V.G. Clear All Heart.. 250.00 
Note Deduet $15.00 for A Grade 
Finish 
{ Clear Heart S4S 165.00 
Ix 6 Clear Heart S48 185.00 
Ix $8 Clear Heart SiS 200.00 
1x10 Clear Heart Sis 215.00 
1x12 Clear Heart 845 225.00 
Note \ Grade tx4, 1x8 deduct $10 
1x6, 1X10 and 1x!l¥ deduct $15 





WESTERN HEMLOCK 











Vertical Grain Flooring 
B& bu e Lb 
BBS cecee 150.90 140.00 100.00 
iat Grain Flooring 
BG db occesvoee 130.00 125.00 93.00 
Baw weccceoaees 155.00 150.00 100.00 
Drop Siding : 
Ix6 (Pat 106) 150.00 145.00 109.00 
ixé «Pat 116) 150.00 145.00 105.00 
Ceiling 
ygx4 S6e-tee peeee 100,00 70.00 
Ss errr 110-120 105-115 90.00 
Boards and Shiplap and 
2” «Dry) 
1x6 1x8 1x10 1x12 
No. 1 80.00 S200 82.00 82.00 
No ie 77.00 77.00 7.00 77.00 
No 4 64.00 65.00 65.00 64.00 
No. 1) Dimension 
1% 14s lt 1S 20 
%e 4 70.00 70.00 73.00 73.00 738.00 
? 8 70.00 71.00 70.00 73.00 73.00 
x § 72.00 72.00 70.00 70.00 T0.06 
*x10 000 72.00 70.00 70.00 75.00 
2x12 70.00 70.00 70.00 70.00 75.00 
No. 2 Dimension 
9x 4 65.00 65.00 68.00 68.00 68.00 
> - 65.00 66.00 65.00 68.00 68.00 
<x 8 67.00 67.00 65.00 6500 70.00 
x10 65.00 67.00 65.00 65.00 70.00 
x12 65.00 65.00 65.00 65.00 70.00 
No. 3 Dimension K/t. Oaly 
9x 4 54.00 
2x C 00 
x 8 51.00 
2x10 51.00 
2x12 51.00 
ENGELMANN SPRUCE 
Boarés and Shiplap 
‘dry) IXo 1x8 1xl0 x12 
No °& Btr..110.00 108.00 108.00 115.00 
No 3&Btr.. $2.00 82.00 82.00 84.00 
He 1Re on 
0 74.50 74.50 
50 74.50 74.50 
50 74.50 74.50 
0 74.50 74.40 
50 74.50 74.50 
‘ 68.50 68 5K 
6 72.60 72.5 
67 72.50 72.56 
67 72.50 72.5¢ 
12 67.50 67.50 72.50 72.50 
(Boards graded No. 1, 2, 3, at flat 
price: no price for straight No. 2. Mills 
do not grade out No, 3 dimension sep 
arately as in fir.) 


> 
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WHITE FIR 


Trade Mark 


Registered 


SUSANVILLE 


PONDEROSA PINE 


INCENSE CEDAR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


CALIFORNIA 











Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES | 











by 
NAGNER 


"ROLLEZY"—Mode (illustrated above) is now 
made in 32 standard sizes from 8' x 6' 6" ¢ 
quality easy operating w priced di 
it for you. 


“GLISROVER”— ade jn 0. wide cones of evesietd i 


from 8' x 7' to 24° x 24', which enables 


you to meet all resi 
nercial requirements 
®@ Sawhorse Trestles 
©@ Scaffold Brackets 
@ Roof Brackets 
@ Folding Ladder 
Brackets 
- ® Farm Building 
Hardware and 
Specialties 
Ask for Bulletin ALG 53 
WAGNER MANUFACTURING COMPANY 


CEDAR FALLS, 1OWA U.S.A 





326 Overhead Door 


16' x 7°. Here's a top 
or that will win trade and hold 


dential and con 


“AUTOMATIC DOORMAN" The 
magic push butt perator for 
opening ana sir } ANY make or tye e 
of sectiona 


electri 
garage door and 


most makes and type t one-piece 


Ask for Garage Door Bulletin 53 AL 


BuitpING Propucts MERCHANDISER 


Jels and sizes 











COUNTERBALANCED 


® lower cost 
¢ installed faster 
® for better styling 


Engineered Balancing 
B 
Never Needs 
Adjusting 
* 
Now Nearing 
70 Years of Service 
to the Industry 


LIFETIME GUARANTEE 
Pullman Sash Balances are guaranteed against 
imperfect workmanship or materials for the lite of 
the building in which they're installed. 


Inexpensive windows 

make an excellent sell- 
ing point when they're 
hung with Pullman Sash 
Balances. Weathertight, 
noiseless, trouble-free op- 
eration. Alert architects 
now specifying them for 
homes, schools, hospitals 
—all kinds of commercial 
and industrial buildings. 
The Pullman method per- 
mits quick installation (10 
to 15 minutes per window), 
uniform mortise size— 
wide scope in window de- 
sign, maximum light area. 
Write today for full specs: 
Pullman Manufacturing 
Corp., 325 Hollenbeck St., 
Rochester 5, N. Y. 





—— 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 
































OZARK 


OAK FLOORING 





UNUSUALLY STRONG 
from Missouri 
Oak stock 


- made 
altitude-grown 


LAYS FASTER and EASIER — 
takes minimum sanding and 


finishing 





HAS LASTING BEAUTY—Praised 
by homeowners and floor lay. 


ers 








For flooring that’s certain to 
please, check Ozark Brand! It's 
properly seasoned 

milled precisely 


rately 

graded to NOFMA standards. It 
} 
| 
} 


» accu- 


has won the emphatic approval 
of floor layers for its strength 
and easy laying qualities, and 
its beauty and long-run econ- 


omy have proven sales appeal. 


There's no better buy than 


Ozark Brand! Let us have your 


orders and inquiries 


“FINE FLOORING 
SINCE 1927” 





Prompt shipment of most sizes 
and grades. Bundled for easy 
handling and safe, clean ar- 
rival. 








rey AN V4 


OAK FLOORING COMPANY 


BISMARCK, 
MISSOURI 








WHAT’S NEW 








Products .... Sales Aids... . Literature 


SEND FOR THESE: 

















008 ten 
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ie se) 
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A new booklet about Sisalation—a 
vapor barrier, reflective - insulation 
product—is available in quantity to 
dealers, free of charge. Explains what 
condensation is and how to avoid it in 
new home construction; also, how to 
correctly apply this low-cost, dual- 
purpose product. 

Specify quantity and if stuffer size 
or larger counter size is desired. 
Write to the Sisalkraft Co., Dept. AL, 
205 W. Wacker Dr., Chicago 6, Tl. 


A new catalog describing Steel- 
craft Insulated Metal Wall Panels, 
in brilliant 4-color process, is now 
available from the Steelcraft Manu- 
facturing Co. This catalog contains 
eight pages filled with descriptive 
information, illustrations, specifica- 
tions and detailed drawings. 

The catalog was prepared primar- 
ily for architects, engineers, and gen- 
eral contractors and provides infor- 
mation on the many types of mate- 
rials, textures and colors in which 
Steelcraft Insulated Metal Wall Pan- 
els are available. Write Steelcraft 
Manufacturing Co., Dept. AL, Ross- 
moyne, Ohio. 


Vermiculite Institute of Chicago 
has just issued a new 16-page book- 
let which presents under one cover 
all recommendations covering proper 
requirements for vermiculite prod- 


ucts. The title is “Recommended 
Building Code Requirements for 
Vermiculite Plastering, Acoustical 


Plastic, Firepreofing, and Concrete.” 

Building code language and several 
pages of line drawings make this a 
convenient reference for officials and 
agencies responsible for approval of 
materials and construction or for the 
writing or revision of building codes. 

Available from Vermiculite Insti- 
tute. Dept. AL, 208 S. La Salle St., 
Chicago 4, Ill. 


Cratex Rubberized Abrasives, to- 
gether with complete specifications 
and prices are presented in a new 
catalog No. 53, just issued. The new 
eight-page catalog contains a most 
complete and comprehensive treatise 
about rubberized abrasives on burr- 
ing, smoothing and polishing opera- 
tions and their use in industrial es- 
tablishments. Write Cratex Manu- 
facturing Company, Dept. AL, 81 Na- 
toma St., San Francisco 5, Calif. 


“How Are Wood Screws Made?” 
is the title question of an attractive 
new booklet ready for mailing by 
Southern Screw Company. The story, 
laid out attractively with pictures of 
plant, product, and personnel in ac- 
tion, takes the reader on a plant tour 
of a leading screw manufacturer. 
Write Southern Screw Company, 
Dept. AL, Statesville, N.C. 


Western White Spruce: An infor- 
mative, detailed and highly interest- 
ing 10-page booklet on Canada’s 
western white spruce has _ recently 
been released by the Alberta (Can- 
ada) Forest Products Association. 
The attractive three-color book de- 
scribes the wood which grows in the 
provinces of Manitoba, Saskatche- 
wan, Alberta and the interior of Brit- 
ish Columbia. 

The white spruce is tough, weather 
resistant, free from resin, easy to 
work and it takes paint and enamel 
finish beautifully. The wood is al- 
most tasteless and odorless and, 
therefore, very valuable for crating 
and boxing for food containers. 

Additional uses for it include: 
pulp for the paper industry; con- 
struction; rayon pulp; cellophane; 
musical instruments; organ pipes; 
piano sounding boards; shop fittings; 
kitchen cabinets; and shelving. ' 
weighs less than competing woods 
Write Alberta Forest Products, Dept. 
AL, 1st Floor, McLeod Blidg., Ed- 
monton, Alberta, Canada. 





New Home Plan Book 


“Ranch and Country Homes’”’ is 
a book containing 120 plans of 
homes in a wide range of styles. 
From the most rustic design, 
through the California ranch style, 
to the ultra modern in country liv- 
ing, it presents home plans in an 
easy to read manner. Whether 
you need a big house or a little 
one, prefer modern or quaint, you 
will find in this book a sound, care- 
fully thought out home to fit your 
family’s needs. Write Southern 
California Building Permit Service, 
Dept. AL, 5762 W. Pico Blvd., Los 
Angeles, Calif. 
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Concave Knobs 


Known as N-60, National Lock 
die-cast concave knobs are avail- 
able with brass or bronze _ back- 
plates. Gracious bevel-edge styl- 
ing, high-accent finishes and 
smooth, comfortable feel are 
among their outstanding charac- 
teristics, the manufacturer points 
out. 

Knob and backplate ensemble 
have been designed for the cus- 
tomer who desires that which is 
unique and different. Finishes in- 
cluding bright brass, dull brass, 
dull bronze and bright chrome 
blend with all types of furnishings. 
Knobs range in size from 13%” te 
2'.” diameter. Backplates are 
2'4” and 3%.” in diameter. 

The N-60 grouping is available 
with attractive natural birch dis- 
play board. Board is only 11”x14” 
in size, yet displays three sizes of 
knobs and two sizes of backplates. 

The board with hardware ap- 
plied, as well as the hardware 
items themselves, should be or- 
dered through jobbers. For fur- 
ther information, write National 
Lock Company, Dept. AL, Rock- 
ford, Il. 


New Woodwork Cleaner 


Wood paneling is easily cleaned 
with this new product which re- 
moves the dirt and retains the 
original finish. No further polish 
is required. The manufacturer 
points out that neither use of 
soap and water nor cleaners that 
leave a wax coating are desirable 
for wood finishes. This cleaner 
leaves the surface as it was first 
applied and it will neither add to 
or reduce the sheen or gloss. Write 
Evans Lumber Co., Dept. AL, 1698 
Genesee St., Buffalo, N. Y 


BurtpiInGc Propucts MERCHANDISER 


JOBBERS TOLD US- 


“Don't change it! 


you have the ELT and) SHA catch 
on the Marker /” 


Za pented rercion catch 

at sill holds Keystone Screen secu- 
rely in place, Just turn knob to ad- 
just for proper permanent setting. 


| Zretusive free tasting oil bar 


assures snug fit at bottom... 


adjusts 
screen to uneven or off-level sill. 


“az BESS a 


AK; eystone 
atuminum TENSION screens 


Growing demand for 
Keystone Aluminum 
Tension Screens has _ re- 
sulted in thousands of installa- 
tions throughout the nation—and 
our jobbers tell us this means thou- 
sands of satisfied users! 

Recently—-in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jobbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—“‘Don't change the design of 
Keystone Tension Screens! You are now using the 
best and safest catch on the market!” 

Cash in now! Display and feature these popular 
screens—the smart, new way to cut screening costs, 
reduce maintenance and add convenience to homes 
and apartments! Ideal for all double-hung windows. 
Easily installed—no heavy frames to cut or fit. No 
painting—no rust. Easily replaced screening. Low 
first cost, low upkeep, neat appearance. Investigate! 


Grate 













WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum- 
ber buying. Tell them your needs. Let them 


supply your complete requirements. 





NORTH PACIFIC LUMBER CO. 


Only The Best Northwest Lumber 
P. O. Box 7764, Portland 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 


ft ° ane 
limpany A 
“ a ia 


564 Market St., San Francisco 4, Calif. 


Joseph A. Adair Lumber Co. 


520 S$. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nat'l Bk. Bidg., Spokane 8, Wash 


PINE SPECIALISTS 
Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 

























TEmple 1448 








Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, off sizes and potterns 








Morrill & Sturgeon 


Lumber Co. en ween OF QUALITY 
YEON BLDG., PORTLAND, ORE. 










Millionth Milcor Marketed 


The one-millionth Milcor Pick- 
Up yard cart has been sold, Inland 
Steel Products Co. announces. Gar- 
deners find there's no lifting, stoop- 
ing or straining with the cart. The 
front tilts to the ground-—load is 
raked, rolled or pushed in. Its two 
strong wheels balance the load tak- 
ing the weight off the user’s arms. 
It is constructed of heavy gauge 
sheet steel. The one-piece tubular 
handle won't warp, crack or splin- 
ter. Write Inland Steel Products 
Co., Dept. AL, 4157 W. Burnham 
St., Milwaukee, Wis. 


New Barbecue Unit 


A new barbecue fireplace unit by 
the Majestic Company, Inc., is de- 
signed especially to meet the ris- 
ing demand for charcoal cooking 
units in ranch type kitchens anc 
patios. 

With a short front-to-back depth 
of only 15!4”, the unit, designated 
as Model OF-38-S, permits instal- 
lations in kitchens without project- 
ing far out into the room. The unit 
has a large grill—1514”x261,”. 

The “turn about” design of the 
unit lends itself to attractive de- 
signs for both inside and patio cook 
units. Two doors with adjustable 
draft control in the broad front 
provide access to the firebox and 
ashpit. The two-piece top is of bar 





type design. The bottom bar grates 

| are adjustable in height for the 

use of either charcoal or wood fuel 

| Write Majestic Co., Inc., Dept. 
AL, Huntington, Ind. 


Ced-Air Crack Filler 


July 


Ced-Air crack and hole filler, 
made by Ced-Air Products, Inc., is 
a new water-mix filler that takes 
oil stains readily when dry. It 
sands like wood to provide a 
smooth surface flush with the orig- 
inal area. The filler will not shrink, 
and dries completely in 30 minutes. 
It holds to wood, tile, cement, plas- 
ter and stone. It can be used for 
fixing cracks, nail holes, knot holes, 
furniture splits, saw marks and 
hammer dents. Write to Ced-Air 
Products, Inc., Dept. AL, 526 Wal- 
nut St., Kansas City, Mo. 


Lightweight Conveyor 


New London Engineering Co. an- 
nounces a recent addition to the 
line of low cost, lightweight con- 
veyors. It is the BB12 series. As 
the illustration shows, it is an ideal 
conveyor for “on-the-job” use for 
all types of construction. It is 
designed to convey bags, bricks, 
concrete blocks, shingle bundles, 
bales, etc., as a level conveyor to 
points of work, or as a lift con- 
veyor operating efficiently at an- 
gles up to 44”. 

The 12” rough-top rubber belt 
grips the items with certainty, 
moving them along safely and 
quickly. The standard belt speed 
is 60 feet per minute (other speeds 
as required), operating on cast 
aluminum pulleys with crown and 
link belt grease-sealed self-align- 
ing ball bearing. The frame is weld- 
ed all-steel for rugged strength 
and standard lengths are 10 to 20 
feet—with other lengths available 
upon request. Can be powered 
either with electric motor or gaso- 
line engine. Write New London 
Engineering Co., Dept. AL, 1700 S. 
Division St., New London, Wis. 
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J. NEILS LUMBER 
COMPANY 


Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE - DOUGLAS FIR 
LARCH » ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 








Manufacturers ard Wholesalers of 


WOODEN FENCES 


. Pen 4 P & 
We manufacture and sell . ‘ 
alltypes of wooden 

fences. Rusticraft Fences 

are the choice of discrim- 

inating home owners 
everywhere—ihis means 

more sales, better profits 

for you. Lumberyards all 

over the country buy 

wholesale direct from us. 





Manvfacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
FENCES 
@ WOVEN CEDAR 
PICKET FENCES 
@ ENGLISH HURDLE 
FENCES 
POST AND RAIL we - in the 4, 
. palenin : er Rysticrott F 
es 


ence 


many widths ov 


Write for Booklet & Prices 


Rusticraft FENCE CO 


DAVIO TEMDLER- Est. 1918-12 KING RO, MALVERM, PA. 


BuiLtpInG Propucts MERCHANDISER 


WHITE PINE 


“4 COMMON DRY 


ONE MILLION FEET 


100,000’ 
100,000’ 
200,000’ 
50,000’ 
175,000’ Sr 
175,000’ x 10” 
200,000’ aR tf 


GOOD RANDOM LENGTHS 
MILLED TO ALL SPECIFICATIONS 


STRAIGHT OR MIXED 
CARS 


WRITE: “WHITE PINE” 


Box K-39, c/o American Lumberman 


139 N. Clark Street Chicago 2, Illinois 











PADGETT - SMITH 
OAK FLOORING 


is preferred for schools, homes, all com- 
mercial and institutional uses. It's quality 
oak stock manufactured into beautiful, 
high-grade flooring that brings more profits 
from more sales. 

Padgett-Smith trailers give direct delivery 
within 500-600 mile radius. Or can ship 
promptly to other points, 


Representatives in most states 
Write or phone for particulars! 


y \' a at 
Nore seme) iis mskele) ii cmaen 


Manufacturers 
PHONE 31 MOUNTAIN VIEW, MO 









































Additive for Sand Finish 

Available to building materials 
dealers is a new lightweight addi- 
tive—Perltex—for use with any 
type or color of interior paint to 
produce a sand-float finish on walls 
and ceilings. Once it’s thoroughly 
mixed it requires little stirring and 
will not settle to the bottom of the 
can. Various finish effects can be 
secured with simple tools. Heavi- 
ness of the texture can be con- 
trolled by varying the amount of 
Perltex used. Available in three 

















package sizes. Attractive free 
point-of-sale display. Write West- 
ern Mineral Products Co., Dept. 
AL, 1720 Madison St. N. E., Min- 
neapolis 13, Minn. 


Westwood Sliding Door 
Cabinet 


In the new Westwood sliding 
door cabinet, Ideal Cabinet Corp. 
introduces its crowning achieve- 
ment in bathroom cabinet beauty. 

The Westwood model SD-PL fur- 
nishes twice the cabinet space of 
regular cabinets, twice the mirror 
surface with two full size polished 
plate glass mirrors picture framed 
in attractive stainless steel mold- 
ing. 

The new Westwood is a bath- 
room medicine cabinet of outstand- 
ing quality and features which of- 



















TURNOVER 


@ Portable Electric Drills 
@ Electric Drili Kits 

® Portable Electric Saws Sanders 
@ Fractional H.P. Motors 















PET puts power tools 
within easy reach of all! 


POWER TOOLS 


built the PET business 
let PET turnover build yours! 


e@ Portable Paint Sprayers 
¢ Portable Polishers & 


Call your jobber or write: 


PORTABLE ELECTRIC TOOLS, Inc. 
320 West 83rd St., Dept. Al-83, Chicago 20, II. 


In Canada: Portable Electric Tools, Ltd., 
452 Birchmount Rd., Toronto 13, Ontario 












INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 











fer distinction, charm, and greater 
utility to bathroom design. Write 
Ideal Cabinet Corp., Dept. AL, 
2903 Central St., Evanston, Il. 






Lightweight Cutter 

A new model lightweight cutter, 
Model A-32 improved handy asbes- 
tos shingle cutter designed for 
greater portability and efficiency, 
is being offered by Specialty Tool 


Mfrs. 


A weight reduction of 43% is 
accomplished with a special alu- 
minum alloy for the knife bars, 
correctly heat treated, producing 
an excellent characteristic for this 
purpose. This aluminum alloy is 
sufficiently rigid and tough to 
withstand heavy impacts and 
rough handling. Write Specialty 
Tool Mfrs., Dept. AL, 732 S. Tlli- 
nois St., Belleville, Tl. 












Crystal Springs, Mississippi _ 
P.O. Bax 391 
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New 2-Ton Fork Lift Truck 


Long makers of a line of low 
lift trucks for horizontal materials 
handling, Truck-Man Division of 
the Knickerbocker Company an- 
nounces its entry into the high lift 
field with their new Model 40, two 
ton capacity fork truck. Accord- 
ing to the company, this new mod- 
el is designed for efficient use in 
outdoor storage yards as well as 
transporting and stacking inside 
the plant. Pneumatic 7.50x15, 10- 
ply road lug tires on the drive 
wheels and 6.00x9 8-ply rib pneu- 


PREFERRED oF nstaiiation 


IMPROVED VINYL-PLASTIC 


Available in both low-cost standard gauge 
and “%” heavy-duty thickness. 
Vinyl-Plastic throughout—no felt backing. 


Lasts for years! 


Can be installed on, above or below grade. 
Resists dirt, grease, acid, alkali and fire. 
13 striking color combinations. 


Write today for full details! 


DEPT. M3-7 


FLOORING 


TILE FLOORING 


matic on the rear assure ample 
traction and footing, even on soft 
ground. Power is provided by a 
new 133 cu. in. displacement 4 cyl- 
inder Ford industrial engine de- 
veloping 40 brake horsepower. 
Write Truck-Man Div., The Knick- 
erbocker Co., Dept. AL, 536 Liber- 
ty St., Jackson, Mich. 


Brainard Utilikit 


A completely self-contained steel 
strapping kit, which can be carried 
from job to job in plants, shops, 
storage yards, etc., has been an- 
nounced by Brainard Steel Divi- 
sion of Sharon Steel Corporation. 


Called the Utilikit it contains a 
300-foot coil of steel strapping in 
a cardboard dispenser, 1000 strap- 
ping seals and three basic tools: 
stretcher, sealer and snips. The 
Utilikit is low priced; is ideal for 
the small-volume user of steel 
strapping. Write Brainard Steel 
Div., Sharon Steel Corp., Dept. AL, 
yriswold St., Warren, Ohio. 


Ready-Mixed Joint Cement 


Tamms Industries Inc. has intro- 
duced a new joint cement for which 
they claim many qualities. No 
mixing is required. It comes in 
paste form all ready to use. There 
is no waste, any left-over paste 
may be saved for later use. With 
a latex silicon base it handles eas- 
ily and dries smooth and firm, re- 
quires very little sanding and has 
a tough tensile strength. It may be 
used on any interior surface paint- 
ed or unpainted. Besides sealing 
joints it is also recommended for 
patching large cracks and breaks 
and evening off old or new walls. 


Write Tamms Industries, Inc., 


Dept. AL, 228 N. La Salle St., Chi- 
cago 1, Ill. 





and profits! 





Wake your scrap lumber 


Turn those odds and ends of lumber into pickets— 
The Schubert Picket Maker points 200 
to 250 pickets per hour. . 
able for width. Light-weight and portable (38 Ilbs.), 
yet rugged and durable for years of service. Anyone 


can operate ... prompt delivery. 


Write Us For Complete Information! 


with a 


SCHUBERT 
PICKET 
CUTTER 


eee as 





Net Price Only 


$52.5 


_ fob 
Wilmette 


. smooth finish . . . adjust- 





MOULTILE, INC. H. A. SCHUBERT CO. 


* Newburgh, NY 1212 Washington Ave 


SINCE 1929 


Machinists 


Wilmette, Ill 
Joliet, Ill. * Long Beach, Calif 


Buitpinc Propucts MERCHANDISER 





Finest 
ESCREEWN 
Rollers 


Convex Face 


Standard 2” dia. x 
1/16” face 


Primarily used in putting the screen- 
ing into the frame siot. Can be 
supplied with 3/32” rounded edge. 


Concave Face 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes ore .093, 
.125 and .170 width of face. 


Flanged 


st ’ 


bE 


Standard stock size is 2’ and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
le to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN., U.S. A. 





( Here's the one that ) 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


PUMMTLTTIN | SELLS BETTER because 








STICKS AND STAYS pify 
i 
| 


it WORKS BETTER. 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Jurham’s Rock- 
Hard Water Putty 
ay you by far the 
est profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely, So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
i-1b. cans to case. Keep some of each on dis- 
ay. Available in 25, 50, 100-lb, drums for 
industrial users. Order from your jobber, 


The PLASTIC Repair Material 
in POWDER Form 


DURHAM 
COMPANY 
Des Moines 4 
lowa 


Aluminum Nails 


A complete line of aluminum 
nails for architectural and general 
use is now being marketed by the 
Townsend Company. All standard 
sizes and shapes are included in 
the stain-free group to provide 
proper selection for shingles and 
sidings of wood, aluminum, asbes- 
tos or any composition material. 

The use of Townsend stain-free 
aluminum nails eliminates the pos- 
sibility of rust stains on exterior 
walls and does away with the ex- 
pense of puttying nail 
well. 

In addition to supplying aiumi- 
num nails in 50 pound bulk car- 
tons, Townsend is packaging the 
entire line by size and number re- 
quired to do a specific job, which 
adds convenience and economy in 
buying. Write Townsend Co., Dept. 
AL, New Brighton, Penna. 


holes as 


Curtis Awning Window 


The Curtis Silentite awning unit 
presents a new and _ interesting 
treatment in windows. The sash 
are set at a pleasing angle or pitch, 
and it is said that this arrange- 
ment has a tendency to cut down 
on sun glare and sound transmis- 
sion. More important, however, it 
permits a strong, sturdy sash with 
a minimum of wood between glass. 

Spring leaf bronze weather- 
stripping is set in the head jamb 

the rest of the unit is completely 
weatherstripped with durable, re- 
frigerator-type plastic. Completely 
non-porous, this plastic weather- 
stripping fits snugly, creating a 
weather-tight seal under all con- 
ditions. The specially - designed 
hardware operating the sash per- 
mits unlimited ventilation control. 


Single crank below the window 
operates all sash, and sash are 
easily cleaned from inside. Write 
Curtis Companies, Inc., Dept. AL, 
Clinton, Iowa. 


Carbide-Tipped Saw Blades 


A new line of low-cost, carbide- 
tipped saw blades designed espe- 
cially for use on radial saws will 
increase the utility and scope of 
these saws for contractors and 
builders, according to the Delta 
Power Tool Division of Rockwell 
Manufacturing Co. 

The blades are_ offered in 19”, 
12” and 14” diameters to fit stan- 
dard arbors and 24, 30 and 36- 
tooth types respectively, after 
careful research to determine the 
best type of blades for radial saws 
The blades are ideally suited for 
use with power feed attachments 

For further information, write 
to Delta Power Tool Div., Rock- 
well Manufacturing Co., Dept. AL, 
400 N. Lexington Ave., Pittsburgh 
8, Penna. 


“Mr. Blister” Display 


“Mr. Blister,” the new electric 
paint remover, is now packed in 
attractive display boxes for instant 
counter set-up (merely by lifting 
cover). Blue, white and black de- 
sign provides eye appeal at a dis- 
tance . for better point-of-sale 
effect. Removal of mu'tinle coats 
of paint by heat and putty knife 
is fast, safe and clean. Wallpaper 
steamed and removed with knife 
3 putty also. Write the B & L 
Tool & Machine Co., Dept. AL, 
Plainville, Conn. 
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Dual Arm Roto Operator 


A new Dual Arm Roto Opera- 
tor for ventilators in modern panel 
windows is now being manufac- 
tured by the Standard-Thomson 
Corporation. 

The new equipment provides 
both top and bottom ventilation 
and is controlled by a single self- 
locking crank. 

The two operating arms are at- 
tached to the bottom of the panel 
ventilator by a hinged guide chan- 
nel. The sliding action of the arms 
across this channel provides bal- 
anced control and prevent twist- 
ing and racking. 

A pair of pivot hinges and two 
side control balance arms elimi- 
nate sagging and prevent ‘“chat- 
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Propert 
improvement 


COLUMBUS d 
CORPUS CHRISTI an 
DALLAS 


DAVENPORT 
DENVER 

DES MOINES 
DETROIT 
HOUSTON 
INDIANAPOLIS 
KANSAS CITY 
LOS ANGELES 
MILWAUKEE 
MINNEAPOLIS 
NEW ORLEANS 
OKLAHOMA ae 


HA 
PHILADELPHIA 
PHOENIX 
PITTSBURGH 


modernization 
sales 
financing 
specialists 


ALLIED 
BUILDING CREDITS 
INC. 


SAN FRANCISCO 
SEATTLE 

SOUTH BEND 
TAMPA 

TOLEDO 


General Office Box 3426 Terminal Annex, Los Angeles 54 


BuILpING Propucts MERCHANDISER 


ter’ during operation. 

The parts are supplied in kits | 
complete with all wood screws re- 
quired for installation. Illustrated , 
instructions are provided. Write 
Standard - Thomson Corp., Dept. 
AL, 216 S. Main St., Dayton, Ohio. 


XT 


New Bassick Steel Casters 


New 5” and 6” casters featuring 
double ball-bearing swivel action 
for easier handling of movable 
equipment have been added to the 
popular “68” series casters, reports 
the Bassick Company. Priced lower 
than many 5” and 6” casters hav- 
ing only single ball-bearing races, 
the new Bassick casters also fea- 
ture fully case-hardened raceways 
for extra durability and longer 
service life. 

These two new casters are rec- 
ommended for trucks and other 
miscellaneous portable equipment 
used in factories, stores, ware- 
houses, hotels, hospitals, laundries, 
etc. for loads up to 1,400 lbs. Write 
Bassick Co., Dept. AL, Bridgeport, 
Conn. 


Sliding Door Cushions 


New Sterling Door Cushions 
make sliding doors quieter, safer 
and more convenient to operate. 
They are easily attached with 
screws on the back of by-passing 
sliding doors such as in cabinets 
and wardrobes. They absorb shock 
and prevent slam when the doors 
are pushed against jambs. They 
limit sliding action of the doors to 
protect fingers from _ getting 
pinched and brushed in the flush 
pulls. They keep the doors in the 
proper positions—on the left or 
right as desired and flush pulls 
are always accessible. 

The unique door cushions are 
made in two pieces a cadmium 
plated steel strap which clamps 
over a resilient brown rubber cush- 
ion which can be adjusted after in- 
stallation to provide the best cush- 
ioning action. Write Sterling 
Hardware Mfg. Co., Dept. AL. 2345 





W. Nelson St., Chicago 18, Tl. 


AMERICA’S FASTEST 
SELLING NEW 
BUILDING MATERIAL 


original 


® 
TRANSLUCENT FIBER GLASS PANELS 


eeeeeeeeeeeeeeeeeeeeeeeeeeee 
eeeeeeseeeeseeeeeeeeeeeeeeeeee 


alsynite js a national sensation. 
Everybody is buying it—architects, 
builders and home owners. Alsynite 
is easy to use —feather-light, can be 
sawed and nailed, installs like cor- 
rugated metal. Seven colors, corru- 
gated and flat panels. 


homes ... for skylights, patio roofs, 
window walls, shower stalls, awn- 
ings, etc. Ideal indoors and out 


commercial ... for store fronts, office 
partitions, luminous ceilings, deco- 
rative effects, signs. 

4 


industrial ...for unlimited daylight- 
ing ...skylights, side walls, etc. No 
framing needed. 


4 
ALSYNITE COMPANY OF AMERICA | 
Dept. Al-4, 4670 DeSoto, San Diego 9, Cal. | 
Send me complete Alsynite information | 
C1) lam interested in Alsynite Dealership | 
Name _ | 
| 
| 
| 
| 





Oe 


a ——— lS 
Plonts @ Catdorme and Ohio. Distributors tm Principal Cities 
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New Metal Corner 
Protects Shingle Walls 


Designed for lifetime protection 
and faster finishing of shingle 
corners ,a striated metal corner for 
home exteriors has been intro- 
duced by the Perma Products Co. 
The new Jiffy Corners feature a 
spring clip base which assures a 
weathertight, snug fit against the 
adjacent sidewall shingles. 

Jiffy Corners fit perfectly over 
double-coursed cedar shingles and 
require only two nails in pre-drilled 
holes for finished application. The 
paint-retentive surface takes reg- 
ular shingle stain readily to match 
colors if desired. No saws or 
special tools are needed. The 
corners offer substantial time 
savings over old-style methods of 


butting or lacing wood shingle 
corners. Jiffy Corners are 16” long 
and 1°,” wide at bottom. Descrip- 
tive folder and details are avail- 
able from The Perma Products 
Co., Dept. AL, 5455 Broadway. 
Cleveland 27, Ohio. 












































LUGS HOLES AND CRACKS 
IN ALL MASONRY 


New Package Design 


The American Sta-Dri Company 
announces a new package design 
for its hydraulic cement, Instant 
Water-Stop. In addition to the reg- 
ular four pound package, Water- 
Stop is now also supplied in a one 
pound size. Water-Stop is a fast- 
setting cement that stops running 
water leaks in masonry immedi- 
ately. It is white and can be used 
to patch breaks, holes and cracks 
in masonry and for anchoring bolts 
and other small jobs requiring a 
quick-setting cement. Water-Stop 
is especially compounded to work 
with Sta-Dri masonry paint. Write 
American Sta-Dri Co., Dept. AL, 
Brentwood, Md. 


W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 





Dixie Brand Oak Flooring — Oak Dimension Stair Treads 


Oak Trim and Moulding 
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New How-ell-tite Garage 
Door Track 


Years of research and extensive 
retooling by the Howell Manufac- 
turing Company, makers of resi- 
dential and commercial garage 
doors, have culminated in the de- 
velopment of the How-ell-tite track 

a new type of precision-manufac- 
tured, heavy duty slant track which 
now insures a tight-seal garage 
door closure, full weather protec- 
tion, and a smoothness of opera- 
tion never before achieved. 

The How-ell-dor with the How- 
ell-tite track is now completely 
new nothing the same but the 
quality and name. Write Howell 
Mfg. Co., Dept. AL, 7200 Hasbrook 
Ave., Philadelphia 11, Penna. 







































































New Reflective Insulation 


Fuel savings up to 30% in win- 
tertime and temperature reductions 
of 15° in the summer can both be 
accomplished with the Ruberoid 
Company’s new reflective insula- 
tion. It is made of a high reflec- 
tance aluminum foil bonded to a 
tough kraft paper. It reflects up to 
95% of the heat rays. It also acts 
as an effective vapor barrier 
against the passage of moisture. 

Designed for household, farm 
and industrial uses, it is sold in 
rolls which contain 250 square 
feet. It is available as a single foi! 
with the reflecting surface on one 
side or as a double foil with the 
surface on both sides. 


Low bulk makes for easy, rapid 
installation and the only tools re- 
quired are a ruler, shears and a 
stapler or hammer and tacks. It 
may be used anywhere that con- 
ventional insulation is normally 
used. Write Ruberoid Co., Dept. 
AL, 500 Fifth Ave., New York 36, 
N.Y. 
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DELTA 
QUALITY 
EE MAKES THE 
DIFFERENCE 


Erie Lumber Dealer Cuts Complete House 
in One Day with DELTA RADIAL SAWS 


‘‘We can cut a complete house per day,”’ says 
Don Bebell, vice-president of Ajax Lumber Co., 
Erie, Pa. ‘“That includes everything—window 
headers, window studs, door studs, door headers, 
knee braces and the rest; plus all the tipping, 
dadoing, ploughing for stairways, shelves, cup- 
board doors and so on. All cut exactly as ordered, 
absolutely accurate!”’ 

How? This hustling Erie lumber dealer found 
that two Delta radial saws could turn out this kind 
of work 300 per cent faster than a team of men 
with hand-held power saws. 

Result? Here’s what Bebell reports: ‘‘It didn’t 
take long for Erie construction firms and ourselves 
to find each other, with the result that we are 
cutting practically all material for them. It saves 
them time, and a lot of handling, too. 

‘‘That’s how we parlayed one department into 
a sizeable business that saves money for our 
customers and pays us a nice profit.” 


Buitpinc Propucts MERCHANDISER 


Here’s a success story you can duplicate. Why 
not write your own profitable version of it. The 
world’s most versatile saw—the Delta radial saw 
in 8”, 10”, 12”, 14” and 16” sizes—will do it for 
you. Write for full facts, or see your Delta dealer, 
listed in your Classified Phone Book under ‘“Tools’’. 





DELTA POWER TOOL DIVISION 


ROCKWELL 


MANUFACTURING COMPANY 
678G N. LEXINGTON AVE., PITTSBURGH 8, PA 
Please send me complete catalog data on Delta radial saws. 
Signed 

Company 

Street 


Zone State 
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Modernization 


“Self service 
ind self-selection 
is having a pro- 
found effect upon 
Store design and 
construction,” ac- 
cording to J. J. 
Marsh, Sales 
manager, Marsh 
Wall Products, 
Inc., Dover, Ohio. 

In an address 
before the ith 
National Store 
Modernization, 
Building and 
Maintenance 
Show, June 9, at 
Madison Square 
Garden, in New 
York City, Mr. 
Marsh’ described 
and demonstrat- 


Yale & Towne Program 


A colorful, per- 
manent merchan- 
dising board for 
six Yale 
padlocks is now 
being distributed 
by the Yale Lock 
& Hardware Div 
of the Yale & 
Towne Mfg. Co 

As a part of 
Yale & Towne's 
“Show - It - To - 
Sell - It" program recently launched 
in retail stores throughout the coun- 
try, the new merchandiser marks the 
first time that the Yale line of solid 
brass, quality padlocks is being sold 
in this type of point-of-sale display. 

The green, black and yellow mer- 
chandiser on which the six locks and 
their keys are mounted also suggests 
various applications for these to; 
security, pin tumbler locks. 


brass 








New Home for Slide-View 


Slide-View Steel Door & Window 
Co., manufacturers of sliding glass 
doors and windows, has recently 
moved into its three new factory 
buildings located at 1535 N. Tyler 
Ave., El Monte, Calif. 

Each building contains 7,500 sq. ft 
of manufacturing area, Donald Foss, 
president of Slide-View, stated, en- 
abling the company to materially 


increase its output. 
Executive and sales offices remain 
at 521 N 


LaCienega, Los Angeles. 
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NAMES IN THE NEWS 


Trend Toward Dry Wall Construction 





ed the benefits of a well-planned modernization program 





as Marlite,” Mr. 





consideration of circulation of 
store. Faced with lower profits and higher costs, a re- 
tailer must modernize with an eye to trouble-free, main- 
tenance-free interiors if he wants to stay in business. 
Efficient interiors allow the retailer to channel his ef- 
forts on merchandising and promotion, unburdened by 
upkeep and maintenance problems. 


“The practical 








Superior Bamboo Doors 


The Superior Shade Company of 
announced the appointment of four 
510 W. 126th St., New York City, has 
new distributors to handle sales of 
the firm’s line of matchstick bamboo 
doors, room dividers, roll-up shades 
and draperies. 

Among those appointed are The 
Henges Company, Inc., of St. Louis, 
Mo.: Hoddick & Taylor of Buffalo 
N. Y.; Williams Products Co. of 
Philadelphia, Penna., and Florida Dis- 
tributors of Jacksonville, Fla. 


Plywood Plant Expands 


MacMillan and Bloedel, Ltd.. plan 
a $1,500.000 expansion of their Al- 
berni (B.C.) Plywood Division this 
year. B. M. Hoffmeister, president, 
says a new 10-foot lathe will enable 
the division to manufacture over-size 
panels.-nine and 10 feet long as 
well as the eight-foot and shorter 
lengths. J. O. McCutcheon will he 
manager of the new project which 
on completion, will employ an ad#i- 
tional 450 people. yeneral manager 
of the logging and plywood opera- 
tions is E, C. Shorter. 


July 


for self-service stores. 
“Today,” he stated, 


“the emphasis is on judiciously 
planned, attractive merchandising units with a practical 


traffic throughout the 


way to achieve this is through dry 
wall construction with factory prefinished panels such 
Marsh continued. 
trend toward creating surfaces such as counter tops, 
counter facings, cases, walls and ceilings which require 
practically no maintenance. Such beautiful and econom- 
ical materials, available today, give the retailer three 
distinct advantages: (1) elimination of trouble areas, more 
time for merchandising, (2) elimination of costly delays 
caused by plastering, and (3) 


“There is a definite 


elimination of painting 


and expensive periodic redecorating—one of the big bug- 
aboos to the store manager.” 





Name Asst. Sales Manager 


F. M. (Tom) 
Hughes has been 
appointed assist- 


ant sales mana- 
ger of the Forest 
Fibre Products 
Co., of Forest 
Grove, Ore. He 
was formerly 
with the Stimson 
Lumber Co., the 
parent firm. Oth 
er changes in the 
company sales staff include: Jack 
Gumm, named factory representative 
for Oregon, southern Idaho and Utah; 
Vaughn Monsell, southern Californie 
Francis Phibbs, eastern Washington 
and northern Idaho; and Alfred Ed- 
inger, northern California. 





F. M. Hughes 


New Ruberoid Vice-President 


William J. Van 
Okin was elected 
a vice-president 
by the board of 
directors of The 
Ruberoid Ce.. 
producers of as- 
phalt roofing and 
asbestos - cement 
building prod- 
ucts, it was an- 
nounced _ recent- 
ly. Mr. Van Akin 
has been with The Ruberoid Co. since 
1948 and was formerly a vice-presi- 
dent of the Flintkote Company. He 
is a chemical engineering graduate 
of Rensselaer Polytechnic Institute, 
class of 1924. His home is in Ora- 
dell, New Jersey. 





W. J. Van Okin 
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SERVICE AND QUALITY THAT SATISFY There’s a “Plus Market” 


in Attic Conversion 


Attic conversion in new and old homes using folding 
Stairways for attic access—has increased the sale of 
allied materials as well as the 

basic stairway unit, according to 

officials of EZ-Way Sales, Inc, 


< national manufacturers of EZ 
| ie % a Way Folding Stairways and attic 

es access equipment with headquar 

4 ters in St. Paul Park, Minnesota 

ime COAST HEMLOCK ; “ . The EZ-Way folding stairway 


a and ladder line, carrying a high 
Look to Griswold for your lumber needs! Enjoy the ay i is Sontgned ie ceiling 
sabcton of tnoving Yor" at whch yon went | gh AEB 
fine products manufactured with strict adherence to _> | action, the EZ-Way Folding Stair 

quality standards. a way is packed as a single unit at 
Straight or mixed cars to suit your requirements, wg —— for easy installation 
including Lumber, Plywood and Doors. Go Griswold »y the homeowner. The stairways 
today! | are self-balanced, the manufacturer points out, and 


require little effort to use 
Prompt Dependable 
Shipment Values | ic ¢ 3S. ¢ 


Attic access, according to the firm, is only a minor cost 
| of the conversion job. The dealer will realize, along with 
the high mark-up of the stairway, extra profits from the 


TH E GF RISWOLD Lu MBER GC O. “plus market” in allied goods and services. 


} i Dhastralotct 








Building materials, such as lumber, nails and mill 
FAILING BUILDING PORTLAND 4, OREGON work, along with paints, electrical fixtures and furniture, 
Telephone ATWATER @319 make up the major cost of a conversion job 
AFFILIATES Cartton Manutecturing Co. L. H. L. Lumber = rp Cost information and specifications on EZ-Way Prod 
MILL INTERESTS acta ca. Saige ucts are available upon request from EZ-Way Sales, Inc., 
Box 300-(3), St. Paul Park, Minnesota. 





GET 
RID OF 


“THE GREMLIN’” @P Ne Pe Eedecs 
THAT’S BLISTERING Spraying by Plane 
THE HOUSE PAINT! Our Future Crop of Timber 


Give Condensation the Air INSURANCE 


with “MIDGET" LOUVERS 
FOR YOUR FUTURE NEEDS OF 
“MIDGET” LOUVERS not only build cus- 


tomer good-will and increase sales... they : @ HARDWOODS 
provide additional profit for both the dealer : @ WHITE PINE 


and the paint contractor. & HEMLOCK 
Ventilate all danger spots and prevent 
sweating and dampness that causes mois- | DEFEND YOUR TRADE with 


ture blistering. Simple to install. MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 











2 styles—for indoors or out—6 sizes. 


the “MIDGET” LOUVER COMPANY 


Air-dried QUALITY LUMBER  Kiln-dried 
8 WALL STREET - NORWALK, CONN. 


Buttpinc Propucts MERCHANDISER 





Colorizer Group 
Meets at Chicago 


Colorizer Associates’ marketing 
committee met in Chicago recently to 
discuss 1954 plans for several new 
products for Colorizer paints. Mem- 
bers of the committee are: chair- 
man, Frank McLister, president, Koh- 
ler-McLister Paint Co., Denver, Colo.; 
Roy B. Anderson, president, Brook- 
lyn Paint & Varnish Co., Inc., Brook- 
lyn, N. Y.; Joseph P. Haddock, pres- 
ident, Vane-Calvert Paint Co., St. 
Louis, Mo. Attending ex-officio were 
tobert O. Clark and Robert S. Alli- 
son, Jr., president and secretary- 
treasurer respectively of Colorizer 
Associates. 

Robert O 


Clark, who is president 
of Jewel 


Paint & Varnish Co., Chi- 


AETNAPLY Service 


cago, Ill., announced the appointment 
of the Colorizer merchandising com- 
mittee. Members are: Glynn F. Mar- 
tin, James Bute Co., Houston, chair- 
man; Ralph E. Moon, Bennett’s, Salt 
Lake City; J. A. Zimmerman, Jewel 
Paint & Varnish Co., Chicago, and 
John 'T, Ash, Jr., George D. Wetherill 
& Co., Inc., Philadelphia. 


New Eureka Sales Manager 


New sales manager for Eureka 
Redwood Lumber Co., subsidiary of 
M and M Wood Working Co., Eureka, 
Calif., will be W. L. Brauning, Carl 
Walker, manager, announced. Braun- 
ing has been redwood sales manager 
for the Simpson Logging Co. for 2% 
years. 








gives you 


for ALL your sales needs 


Attractive, durable Exterior plywood... 
exquisite Hardwood wall panels . .. waterproof 
plywood for concrete forms . . . moisture re- 
sistant plyweods for all types of farm buildings 


AETWAPLY PRODUCTS - 


More than 50 species of 
Foreign and Domestic 
and Veneers, 
in all sizes and grades 
cd 


Cupboard and 
Flush Doors 


. . utility and plastic-covered plywoods for 
all industrial uses . . . all these and many 
other products are available to you in 


AETNA’S warehouses. 


Yes, AETNA carries plywood from mills 
all over the world, giving your customers a 
choice that is unexcelled. All standard sizes 
and odd sizes are available. You never need 


* to miss a sale for lack of stock, for AETNAPLY 


Peg-Board 


Service is just like having a warehouse of your 


e own. Deliveries are fast; shipment is made 


24-hour 
shipping service 


within 24 hours from the time your order 
is received. 


Write for Aetna’s New Price Lists TODAY! 


Art NA Piywoop & VENEER COMPANY 


1732 N. Elston Avenue © Chicago 22, Ill. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 
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New Controller 


New controller for the Gibson- 
Homans Co., Cleveland, Ohio and 
Conyers, Ga., will be Len Schnee- 
berger. Prior to joining the calking 
and roof coatings manufacturer, he 
was senior auditor of a Cleveland 
CPA firm. 


New Gypsum Assn. Head 


Graham Morgan, right, general 
merchandise manager of the United 
States Gypsum Co., shown accepting 
the gavel from retiring president 
Noel J. Redmond, president of the 
Blue Diamond Corp., Los Angeles 
Calif. Morgan was elected president 
during the association’s recent an- 
nual meeting in Chicago. 


he 


JEROME J. CROWLEY, JR., left, 
president of the O’Brien Corporation, 
and his paint company were wel- 
comed to Oklahoma City by Wayne 
A. Darden of Oklahoma’s develop 
ment council, center, and Stanley C. 
Draper of the O. C. Chamber of 
of Commerce. 


O’Brien Corp. Starts 


Oklahoma Production 

The O’Brien Corporation celebrated 
start cf full-scale production of qual- 
ity paint in its new plant in Okla- 
homa City, from which the South 
Bend company will service the south- 
west. Jerome J. Crowley, Jr., presi- 
dent of the company founded by his 
grandfather, Patrick O’Brien, in 1875, 
was officially welcomed by Gov. John- 
ston Murray and Wayne A. Darden, 
president of the Oklahoma Develop- 
ment Council. 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


_ CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 











ST | f| ; : 
1 | in ooring =e Get in on the swing to: 
Customers come back for more ig 4 
when you sell “Mt. Vernon” Bis 2 . CLEAN, 


flooring. Carefully kiln dried, § | 
manufactured, and graded, the fir, | easy-to-handle, 


Mt. Vernon brand is your best 


qitte 8 
buy insurance. Bes | : profitable 


OAK e BEECH & PECAN 
HARDWOOD FLOORING 

















Modern dry kilns, planing mill and 
oak flooring plant mean top quality. 


BAND SAWN HARDWOODS 
AVAILABLE 


t and Termit 


Look for and write to: 








Know the reasons why 


genuine Pressure American Lumber 
Treated Wolmanized & Treating Co. 


Lumber outsells the 


field two to one. Write 1673 McCormick Bidg., Chicago 4, lll. 


for this free 








Branch Offices in Boston, New York, Baltimore, 
booklet a, Jacksonville, Fla., Little Rock, Ark., Los Angeles, 


MOBILE RIVER SAW MILL CO., INC. & Fe abanpiaainaeatout 


= Wolmaniz ed is @ registered trademark of 
i = A i 
ie ag eon 7° =a merican Lumber & Treating Co. 
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©, NOW - the most complete 


FITS-ALL 

NO. 1 LAA Cz) 
SCREEN DOOR 

oe —/Viz‘WAY push crite 


Use alone or with No. 1 Grille. Will not rust or 
tarnish, Made for both 32” and 36” doors. 


x SOG FITS-ALL 

Z ©) S82 sce sei 
SVa‘WAY “peux” me 
PUSH GRILLE vis."s..: wot een 


protection to screens, 
Will not rust or tarnish, 















FITS-ALL oe Mc WAY 
NO. 5 \. . “SUPER”’ 







4-143, Me fole): PUSH GRILLE 


GRILLE Just what you need for 
‘ . aluminum doors! Sturdy 
and ornamental. 16 
high—made for 32”, 
and 36” doors, 


Nir ART _ FITS-ALL 
GRILLE ee 


ORNAMENTS B13, Me lele):: 


Colorful decorations for feq-aiaa3 
screen door grilles. 
Please order separately 
‘ornaments not packed 
with grilles, 













S niall 

-=ORDER NOW! BUILDER 

peer order will be shipped SOLD AT ALL HARDWARE, eae 
same day received! AND BUILDING SUPPLY DEA 
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a ection of MD grilles ever offered! 













FITS-ALL 4 MW ART yd, fy 
NO. FS Ne GRILLE x As 
Yo :134\ mm ofele):) ORNAMENTS 


GRILLE . , Cast aluminum with 
colorful shadow lines, 
te gritle- gre ‘ Not pocked with 
grilles — please order 
separately, 
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‘| MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA. 





New Warehouse in 
Meriden, Conn. 


Georgia - Pacific Plywood Com- 
pany’s nationally known products are 
now available to customers in Meri- 
den, Conn., through the _ recently 
opened Georgia-Pacific warehouse in 
that city. 

The Meriden warehouse is located 
at 14 Cherry St. It is the newest 
warehouse in Georgia-Pacific’s coast- 
to-coast chain of 29 warehouses and 
carries complete stocks of Douglas 
fir plywood, GPX plastic faced ply- 
wood, WedgeWood textured wall 
paneling, hardwood plywood, interior 
and exterior doors, interior gum and 


* 


birch flush doors, lumber and mill- 
work and molding items. 

Robert T. Paradise, manager of 
Georgia-Pacific’s Boston division, will 
manage the Meriden warehouse. 

Georgia-Pacific, the nation’s largest 
producer of plywood and one of the 
outstanding manufacturers of doors 
and southern and west coast lumber, 
operates plants in the Pacific north- 
west and in the south. 


Upson Makes 25-Year Awards 


Gold watches were presented to 53 
employes who have been associated 
for 25 or more years with the Upson 
Co., Lockport, N. Y., manufacturer of 





ROTECT Your EARNINGS 


“Valued” business supension insurance 
provides dependable income protection. 


f 


The “Valued” form of business suspension 
insurance eliminates doubt and uncertainty 
at the time of loss. 


Under the “Valued” 


form you determine the amount of protec- 


PREVENT FIRE 


An ounce of pre- 
vention is worth 
many tons of fire 
fighting equipment. 


Protect your earnings . 


tion you need . . . estimating your antici- 
pated earnings and continuing expenses. 


Originated by the Lumbermen’s Underwrit- 
ing Alliance, the “Valued” form does away 
with excessive insurance—you pay only for 
the protection you need. 


. . insure continuing 


expenses . . . help pay property replacement 
costs . . . protect your cash reserves! 


a 1). 
UHCI (bn ULL, Mein ¢ 


U.S. EPPERSON UNDERWRITING COMPANY, Manager 


Heme Office 
509 Terminal Sales Bldg 
Portland, Oregon 


AJA Pr 
YTNN, Preside 


1000 R. A. Long Bldg 


Kansas City 6, Mo 
616 Royster Bldg 
Norfolk, Virginia 


laminated fiber panels for walls and 
ceilings. President W. H. Upson, Jr., 
presented the awards. 

Miss Bessie C. Bartholomew, cash- 
ier, who joined the firm May 6, 1913, 
was honored for having the longest 
service record. Carlos A. Cavagnaro, 
sample department, who started in 
1914, is the second oldest employe in 
service. The veteran mill employe is 
Andrew J. Bayer, laminating clerk. 

Division sales managers who have 
represented the firm for 29 years 
each are: Henry E. Oesterreich, At- 
lantic division, New York; H. Roy 
Walton, New England, Rockville Cen- 
ter, N. Y.; and Charles C. Ostertag, 
South Atlantic division, Atlanta, Ga. 


Temple Acquires New Yard 


Purchase of the Mirando Lumber 
and Supply Co., Port Lavaca, Tex., by 
the Temple Lumber Co., has been re- 
vealed by D. G. McNair, vice-presi- 
dent and general manager of Temple. 
Don McMahan will continue as man- 
ager and John Paul will be assistant 
manager. Yards of the 30-year-old 
Temple Co. are now located in 33 
towns extending from the Red river 
to the Rio Grande. 


MacKenzie Heads 
Cedar Association 


John MacKenzie, of the C. W. Lum- 
ber Co., Ltd., was reelected president 
of the Consolidated Red Cedar Shin- 
gle Association of British Columbia 
during the annual meeting in Van- 
couver, B. C., Canada. C. G. Watson, 
Watson Cedar Products, Ltd., was 
reelected vice-president, L. R. An- 
drews was reappointed executive 
vice-president and Miss M. E. Welte 
was appointed secretary. 


Koehring-Southern 
Open House 


The Koehring-Southern Co. recent- 
ly held a six-day open house to cele- 
brate the opening of its new 800x120 
manufacturing plant at Chattanooga, 
Tenn. Each day was devoted to a 
special group of guests, including: 
local civic and industrial groups; pub- 
lishers; employes and general pub- 
lice; equipment users; products dis- 
tributors; and county commissioners. 

Thirty officers, directors and mem- 
bers of the sales organization from 
the parent Koehring Co., Milwaukee 
Wis., and subsidiary companies were 
on hand for the opening. 


Kiernan Joins Pioneer Latex 


Joe Kiernan has joined the sales 
department of the Pioweer Latex & 
Chemical Co., Middlesex, N. J., Steve 
Palisaka, president, has announced. 
Mr. Kiernan was manager of the 
roofing and industriai products divi- 
sion of the Flintkote Co. for 17 years. 
He held a similar position with Celo- 
tex. 
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7th ot Chestnut — St. Lowis 1, Me. 
Phone Chestnut 9238 


HARD MAPLE — KILN DRIED — ALL THICKNESSES 


*1 Com. & Btr. or Selects and Better — ALL 
QUALITY STOCK — NHILA Cert. attached. 


OAK, POPLAR, GUM AND YELLOW PINE — ALL HIGH GRADE 
AIR OR KILN DRIED — ALL IN THE BETTER GRADES 


32 YRS, — 1920 - 1953 


ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Pattern Lumber 
Selects and 
PINE _:... 


J 
California Ponderosa Pine 
Mouldings and Cut Stock 
f « 
ugerr ‘ on 4 4 , 75 Ys 
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Lumber Corporation 


@ Yellow Pine 
@ Oak Flooring 


KIRBY BUILDING HOUSTON, TEXAS 


"Is it as Good as Kirby’s?” 


TANNEWITZ ote: 


for Swing Saws 
S AV E Sy $30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 4 
) ; 


ORDER NOW OR SEND FOR 
CIRCULAR 


. 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
DFFT. 4 


ButtpInGc Propucts MERCHANDISER 


SUPERIOR LUMBER 
“SALES COMPANY 


920 9th ST. © Phone HUdson 4-8216 
SACRAMENTO 14, CALIF. 


Wholesalers and Exclusive Mill Agents 





COMPANIES ANNOUNCE 


General Electric has announced a 


5% price increase on commercial air 
conditioning equipment for stores, 
restaurants, offices and _ industrial 


plants, effective July 1. 

George K. Iwashita, general man- 
ager of the G-E air conditioning di- 
vision’s commercial products depart- 
ment, said the increase was made ne- 
cessary by increased material costs, 
particularly steel. 

The price rise will apply to all 
models of G-E packaged air condi- 
tioners made for commercial and in- 
dustrial use. The company currently 
produces five models of packaged 
air conditioners ranging in size from 
three to 15 tons. 


The Rockwood Manufacturing Co. 
of Rockwood, Penna. will soon double 
its production capacity, upon com- 
pletion of 13,000 square feet of man- 
ufacturing space. The new building 
will house the polishing and plating 
end of the business. an important 
factor in Rockwood's rapid growth in 
the past six years. 

Starting with the manufacture of 
hooks, door stops, sash fasteners, bar 
lifts and hand rail brackets, Rock- 
wood has gradually increased its line 
until it has a fairly rounded out 
builder's hardware specialty line. The 
complete line totals over 250 hard- 
ware items in all sizes and finishes. 


William A, Jahn, of Milwaukee, has 
been named president of Inland Steel 
Products Company, a subsidiary of 
Inland Steel Company with main of- 
fices in Milwaukee, according to an 
announcement by Joseph L. Block, 
president of the parent firm. 

Jahn will succeed Neele E. Stearns, 
who was recently elected a vice-pres- 
ident of Inland Steel Company, ef- 
fective August 1. 

At the same time, Block announced 
that Lemuel B. Hunter, formerly 
manager of industrial relations for 
Inland Steel, has been named presi- 
dent of Inland Steel Container Com- 
pany, a division of the parent firm. 
He succeeds William G. Caples, who 
was elected a vice-president of In- 
land Steel recently. 


R. D. Syer, president of Allied 
Building Credits, Inc., nationwide fi- 
nancing concern serving the light 
construction industry, announced the 
following personnel changes: 

J. W. Wakefield, formerly manager 
of Allied Building Credits’ Kansas 
City office, has been transferred to 
the company’s credit department at 
the general office in Los Angeles. 
Frank Stuteville, now manager at 
St. Louis is returning to Kansas City 
as manager, in which office he served 
prior to his St. Louis assignment. 

EF. R. Livoni, now manager at Port- 
land, Ore., will succeed Stuteville as 
manager at St. Louis. R. W. Johnson, 
Allied Building Credits office man- 


ager in Portland, will be made man- 
ager of that branch. 
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“appointments 


William ©. Bucher, Lancaster, 
Penna., has recently been appointed 
north eastern division sales represen- 
tative for Strunk Chain Saws. The 
announcement came from H. E. Mum- 
ford, Strunk sales manager. Bucher 
was previously a sales manager for 
a national marketing firm and his 
background in the steel and mechan- 
ical instrument field will adapt him 
in the fast growing chain saw indus- 
try. 


Herman J. Pelstring, president of 
Pennsylvania Lumbermens Mutual 
Insurance Company of Philadelphia, 
announces that at a recent meeting 
of the board of directors, the follow- 
ing appointments were made: Robert 
Platzer to assume the office of vice- 
president and treasurer; Roy Baker 
to assume the office of vice-president 
and assistant treasurer; John J. Ford 
to assume the office of vice-president 
and secretary; and J. Frank Brace- 
land, Jr., to assume the office of vice- 
president and assistant secretary. 


J. W. Colgan, of East St. Louis 
Ill., has been named maintenance su- 
pervisor for the Monsanto Chemical 
Company’s new plant at Avon, Calif., 
I. C. Smith, general manager of the 
western division announced recently. 

Colgan will transfer to his new po- 
sition with the western division upon 
completion of his present assignment 


as construction project engineer for 


the company’s organic chemicals di- 
vision. In this capacity he has been 
in charge of construction of the new 
phenol plant at Avon. 

A graduate of Tri State College at 
Angola, Ind.,*in 1940, with a B.S. de- 
gree in mechanical engineering, Col- 
gan joined the maintenance and con- 
struction department of the W. G. 
Krummrich plant at Monsanto, III, 
in February, 1951. He transferred t: 
the organic chemicals division engi- 
neering department in October, 1952. 


Cc. S. Hill, purchasing director of 
Weather-Seal, Inc., Barberton, Ohio, 
for eight years, has been named vice- 
president of the Barberton Wholesale 
Lumber Co., a Weather-Seal subsidi- 
ary. He is succeeded as purchasing 
director by Robert G. Schmale. The 
were announced by 
Harold A. Etling, chairman of the 
board of the storm-screen window 
manufacturing firm. 


Joseph J. Maly, Omaha, Neb., has 
been appointed sales representative 
for the Mastic Tile Corp. of America, 
Newburgh, N. Y. Carl Resnikoff, vice- 
president in charge of sales, says 
Maly will be in the midwest division 


PD. F. Rucks, Jr., has been named 
general merchandising manager of 
Mullins Manufacturing Corporation's 
Youngstown (Ohio) Kitchen division, 
Cc. D. Alderman, merchandising vice- 
president, announced. 

Succeeding Rucks as sales manager 
is M. L, Ondo, former assistant build- 
er sales manager. Rucks has been 
with Mullins since 1940 serving as re- 
gional and assistant sales manager. 
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OBITUARIES 


WILLIAM H. HURLEY, 66, Metro- 
politan Chicago sales manager for 
Marquette Cement Manufacturing 
Company and long prominent in the 
building supply industry, died June 
7 at St. Luke’s Hospital, Chicago. He 
is survived by his wife, Llewella, and 
two sons by a former marriage, Wil- 
liam W. and Richard C. Hurley. 

Born in Joliet, Ill., March 10, 1887, 
and educated in public schools there 
and in Chicago, Mr. Hurley first 
joined the sales staff of Marquette 
Cement Manufacturing Company in 
1914. Three years later he went with 
Consumers Company and subsequent- 
ly was salesman for the Universal 
Atlas Cement Company and H. D. 
Conkey & Company before returning 
to the Marquette organization in 
1933. He was appointed sales man- 
ager there in 1935. An intimate of 
midwest construction men _ through- 
out his lifetime, Mr. Hurley was also 
a lifetime member of the Builders 
Club of Chicago. 


LEO HAAS, general superinten- 
dent of the Ipik Plywood Company, 
Kenner, La. since 1942, died June 12 
at his residence in New Orleans, La. 
He was 56. 

A native of Germany, Mr. Haas 
was a partner in one of the largest 
veneer and lumber businesses in that 
country —-Gebr. Haas & Co., Hamburg 
Borken, before coming here. He had 
been in the face-veneer, plywood and 
door business for 40 years and was 
knewn and respected as an outstand- 
ing expert in his field. 


HENRY PALUMBO, president and 
treasurer of Schaefer Brothers Build- 
ers Supply Company, Rochester, N.Y., 
died July 2. He was 56. He purchased 
the Schaefer Brothers Company in 
1946, becoming president and treas- 
urer. Mr. Palumbo is survived by 
two brothers and a sister. 

















New Profits in Air Conditioning 


Air conditioning is one of the fastest 
growing new developments in residen- 
tial construction. Alert dealers are 
capitalizing on this new trend by sell- 
ing not only equipment, but additional 
building materials to give air condi- 
tioning maximum effectiveness. 

Read about this growing, profitable 
market in the first of two articles on 
this subject in the Aug. 10th issue. It’s 
called, “Dealers Can Share the Built-in 
Climate Boom.” 
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Quick ESTIMATING SERVICE 
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PROFITS for YOU! 
English Type a 


RAIL and HURDLE | you SELL FENCE 


FE NCE We Carry Inventory 


Will ship, in your name, from 
ALL TYPES 


our Yards in Toledo and 
West Virginia 
For Estates or smaller Homesites. 








FOR LONG LIFE = 


Entire fence (posts and rai!s) 
treated with nationally known 
PENTA PRESERVATIVE 


WRITE FOR CATALOG AND PRICES 


=WOOD PRODUCTS CO. reise 12, onto | 
eee 
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Lumber Department 
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classified 
advertising ... 


. is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you’ll find column after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 








| Ready Lumber & Plywood Co. 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. | 


PLYWOOD 


ROTARY CUT MAHOGANY 
RIBBON GRAIN MAHOGANY 
SEN WOOD «+ SHINA ~«_ BIRCH | 
DOOR PANELS 














Write us for samples 





ButtpiInc Propuctrs MERCHANDISER 


Reduce Delivery Costs 
and Speed up Deliveries 


Load or Unload a Load 
or Half Load ata Time 
Complete Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Catalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MQ. 











Classified Advertising 





HELP WANTED 








Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —-10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times 9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times ~—— 8c per word for each insertion. 
Minimum charge of 40c per line. 
12 Times —— 7c per word for each insertion. 
Minimum charge of 35c per line. 
All ads for classified section must be in Pub- 
lisher’ s office 14 days preceding date of pub- 
Adverti ts are set in 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency commission or cash di t 





OFFICE SALESMEN—Needed by large Man- 
ufacturer and Wholesaler of Western Lumber 
and Southern Pine Lumber to work Chicago 
and surrounding area. Must be experienced, 
under 40, good sales ability, some acquain- 
tance with retail dealers. Excellent opportun- 
ity and compensation. Give details first let- 
ter. Write Box K-32, American Lumberman, 
Inc. 


WANTED: SALESMAN, full or part time, to 
call on lumber jobbers with quality line of 
tileboard, plastic, and aluminum wall tile and 
perforated hook boards. State qualifications 
and references. Address Box K-33, American 
Lumberman, Inc. 





allowed. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 

AMERICAN LUMBERMAN, INC. 

139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating your new posi- 
tion? We either have, or will develop the job 
you want in any section of the U.S. or Canada. 
Qualified persons with good records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 


Wanted by large West Coast manufacturer and 
wholesaler lumber salesmen in the ae 
territories: Minnesota, lowa, Kansas, Mi 











Old established manufacti of standard and 
architectural millwork, located in Central Ohio. 
Need thoroughly competent and dependable 
estimator, experienced in schools, hospitals, 
churches, public and office buildings, resi- 
dences; and also experienced in selling con- 
tractors. Excellent working conditions. All 
social benefits to right party. State experi- 
ence, availability, salary, etc. Address Box 
J-20, American Lumberman, Inc. 








Special Millwork Detailer Wanted: Must have 
custom millwork experience. Good oppor- 
tunity with an old established and success- 
ful millwork plant in Virginia, in air-condi- 
tioned office with pleasnt surroundings. When 
answering be sure to state marital and health 
status, name and address of each employer 
and length of service, and the lowest start- 
ing salary you would consider and when you 
could start. Submit a recent snapshot of your- 
self. Our employes know of this ad. Address 
P. O. Box 1-W, Richmond 2, Virginia. 








Nebraska and Texas. Salary, expenses plus 
commission. Porward full particulars on 
experience and territory wanted. Address 
Box K-20, American Lumberman, Inc. 





MILLWORK ESTIMATOR 
Large mill, furnishing special and stock mill- 
work throughout Kansas and neighboring 
states needs an experienced millwork estima- 
tor. Detailing experience advantageous but 
not essential. Must be able to take off special 
and stock millwork from blueprints of com- 
mercial buildings of all kinds. Apply by let- 
ter, giving all pertinent information about 
experience and background to the Whelan 
Lumber Company, Box 328, Topeka, Kansas. 





Wanted: Dependable and experienced 
Special Millwork Estimator. 


R. E. Richardson & Sons, Inc. 
Box 5086 
Richmond, Virginia 





Wanted: Experienced salesman to t 


SITUATIONS WANTED 





Lumberman—age 53—has retired from lumber 
business three years. Wishes to connect again 
with concern, large or small, in midwest pre- 
ferred. Thirty years experience as manager, 
supt. and auditor of 1S yards. I will consider 
iti as timator, or yard fore- 
man. I am well versed in all phases of the 
lumber trade, also in millwork and builders 
supplies. Salary only—no bonus. Address 
Box J-45, American Lumberman, Inc. 








Lumberman, 25 years sales experience 
softwoods and hardwoods, available for chi. 


cago territory. Address Box K-25, American 
Lumberman, Inc. 





Twenty years practical experience estimating 
and detailing and billing. Available soon. 
Address Box K-34, American Lumberman, Inc. 





Man with over eight years’ experience buy- 
ing and selling west coast woods in the pro- 





long established insect sc { 
turer on commission basis to sal on sash and 
door manufacturers and jobbers in mid and 
far west territory. Give territory regularly 
traveled, experience, and other lines carried. 
Reply Box K-22, American Lumberman, Inc. 





Wanted: Millwork Estimator and Shop De- 
taller by medium sized Sash and Door Plant 
specializing in School and Commercial Detail 
Millwork — Twin City, Minnesota territory. 
Substantial interest in business for sale to 
qualified person. Address Box ]-48, American 
Lumberman, Inc. 





Sales Manager, Rural Retail Lumber Yard, 
Wanted. A thoroughly experienced man, well 
versed in all phases of retail building ma- 
terials, light construction, the farm market in 
Minnesota and surrounding area, and with 
proven ability to handle, lead and inspire 
salesmen. Must be willing to work in a small 
town. We have qualified salesmen and a 
good supporting organization including fab- 
rication and erection services. We need and 
can pay for a man with real sales and pre- 
motional ideas to sell the farm market. 
Write or phone attention General Manager, 
LESTER'S INC., Lester Prairie, Minnesota. 
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ing areas of the northwest and personal 
selling to the eastern ——— areas de- 
sires whol ti Thirty-four years 
of age, pilot's license, free to move. Reply to 
Box K-36, American Lumberman, Inc. 








SALES REPRESENTATIVES 
AVAILABLE 





Accounts Wanted — Quality lines for Pacific 
Northwest States. Well known salesman with 
long experience all types building materials 
and related products selling retail lumber 





deal and jobb i lines. Aggressive 
sales work and sales promotion will be given 
your product. Address Box J-49, American 
Lumberman, Inc. 





SALES REPRESENTATION 
WANTED 





Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tail lumber yards. Write giving territory de- 
sired—Harris Products, Inc., Amherst, N. H. 


July 2 





RAILS WANTED 
Any YS yoy tonnage 
w. DYER CO., INC. 
2111-A Railway tech Bldg., St. Louis 1, Mo. 





STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 





Ne 
Always in 
classes railroad 


480 Lexington $ 
New —™ = 





Pittsburgh, Pa. 
Fike St., Reno, Nev. 





BUSINESSES FOR SALE 


FOR SALE: Either control or entire interest 
in Lumber Yard located the Calumet Re- 
} = Annual business a $300,- 

.00, with possibili ing to Lanne 
000.00 or more wi 


Inventory of approximate 
ment of $10,000.00; imately. 63 prope 


od will amortize over a 
{ interested, please 


terview. Address "Box H-68, American a 
berman, Inc. 











FOR SALE: Yard in good community in South 
East Nebraska. Good sheds and clean dry 
stock. Owner wishes to retire. Address Box 
G-56, American Lumberman, Inc. 





Profitable Lumber Yard for sale. Northwest 
Illinois Industrial Area. Wonderful oppor- 
tunity for manager with $20,000.00 investment, 
partial interest. Address Box J-46, American 
Lumberman, Inc. 





FOR SALE — Small yard in Northern Aag- 
zona. Annual sales $85,000. Can be very prof- 
itable for an owner. Present absentee owner 
wishes to withdraw from business. For fur- 
ther information write Box H-64, American 
Lumberman, Inc. 





ARD FOR SALE 
Beagle LUMBER hardware and =~} ze. 
lient location. Coal unloadin 
equipment on the L&N R. Re 
a south of Cincinnati, Ohio, Giectee Pal- 
mouth and thiana, Ky. Good profitable 
ard and = increased. Been in business 
Tor 40 ill sell —_— inventory or 
without. rc Hardy, Berry, Ky. 





RETAIL —, YARD—] Located in the heart 
of Michi and _ resort 
area on a athe highway. Well established 
yard with excellent earning record. Com- 
plete line of building materials. Inventory 
averages $50,000, sales last year $125,000 
Good possibility of increase to $175,000. Rea? 
estate, three trucks, all equipment including 
mill equipment, $40,000. Terms to right par- 
ties. A wonderful opportunity to do a profit- 
able business in the North in the summer 
and spend the winters in the South. For fur- 
ther information contact Finch Agency, 600 
N. Washington Street, Owosso, Michigan, 
Phone 151. 








Lumber Yard did over $850,000.00 in 1952, 
may run more this year. Good net earnings. 
Small town, low overhead, fine organizaticn, 
good credit rating, good customer acceptance. 
A rare opportunity to buy a well rated go- 
ing business. Every year shows an increase 
in business. About $200,000.00 inventory. 
trucks, equipment, etc. Real estate may be 
leased or bought. The name is worth more 
than the inventory, but will be given free 

with business. You pay less than actual in 
ventory, etc. We have made enough and 
want to play before it’s too late. Address 
Box K-35, American Lumberman, Inc. 





FOR SALE 
Retail Lumber & Builders’ Supply doing $250.- 
000 annually. Best location in Northern Indi- 
ana. Good buildings and equipment, rail. 
road siding, excellent stock, owner has gocd 
reason for selling. Address Box K-37, Amer- 
ican Lumberman, Inc. 
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BUSINESSES FOR SALE 


WESTERN YARD FOR SALE 
A successful yard in the “Big West’ of Mon- 
tana where outdoor life and business can be 
combined. Established 40 years. Owner re- 
tiring. Volume $100,000 to $120,000. Address 
Montana Retail Lumbermens Association, 107 
East Main Street, Missoula, Montana. 





FOR SALE 
AT SACRIFICE 


We are discontinuing our Hardwood Depart 
ment and offer for sale our concentration yard 
at Andalusia, Ala., said to be one of the best 
in the South. 


Excellent location for supply of both Hard- 
woods and Yellow Pine. 


Large Storage Sheds; excellent stacking and 
drying facilities. Private spur track end load- 
ing dock will accommodate six cars. Plant 
on paved highway. Complete equipment in 
top condition ready to start immediate opera- 
tion. 


Priced for quick sale. Terms to responsible 
purchaser. 


For further particulars communicate with 


A. W. STICKLE 
NO. 1 N. E. FIRST ST. 
OKLAHOMA CITY, OKLA. 


A REAL OPPORTUNITY IN TAMPA, FLA. 
A lumber and millwork business under same 
ownership since 1908 is for sale. Founder re- 
cently died and heirs want to liquidate. A 
completely equipped millwork plant as well 
as remilling plant together with a going re- 
tail lumber yard. Land, improvements and 
equipment can be purchased at a most reas- 
onable liquidating price for cash. 

Write - wire- or call 
J. L. Hearin, Realtor 
P. ©. Box 1456 Telephone 2-8428 
Tampa, Fila. 


Established lumber yard in Texas’ Magic Rio 
Grande valley. Only yard in town located in 
center of large agricultural and resort area. 
Railroad siding. Large storage and office fa- 
cilities. Buildings in good condition. Net 
profit for 1952—$20,000. Average net profit 
for last three years—$17,000. Reason for leav- 
ing—owner’s health. Buildings, land, deliv- 
ery truck, yard and office equipment and 
supplies—$25,000. Inventory $35,000. Cash 
or terms. Address Box J-47, American Lum- 
berman, Inc. 





Well established Retail Lumber and Builder's 
Supply Yard on U.S. Highway at edge of 
growing city of 7,500 with many diversified 
industries in Northwestern Ohio doing $150,- 
000.00 annually with 6 employes and low 
overhead. 6000 feet floor space under roof 
built 3 years ago, 20 miles from major whole- 
sale supply source. No aggressive competi- 
tion. Yard complete with rolling stock, mill 
and cabinet room and office facilities. Ex- 
cellent reason for selling. Books open to 
qualified interested parties. Write or phone 


ART BRUNS, ABC REALTORS, CELINA, 
OHIO 2184 


PROMPT SHIPMENT 


“MITER FAST” CORNERS 
(2” wide, heavy gauge Aluminum) 
BEVEL SIDING 








\ 7lec resale 
1x8 8l4c resale 
5gx8 Ble resale 
4x8 8l4c resale 
14x10 9c resale 
5x10 9c resale 
VqxL0 9c resale 
%qx12 Ile resale 


DOLLY VARDEN SIDING 
4x54 
4x74 
5/x7V/q 


7\eec resale 
8l4e resale 
Bloc resale 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Tl. 


ButtpInc Propucts MERCHANDISER 





BUSINESS OPPORTUNITIES 


USED MACHINERY FOR SALE 





Exceptional opportunity for capable aggres- 
sive young man or corporation. Manufacturing 
forest products, fine location, N.W. Wisconsin. 
Some capital required. Send qualifications to 
Box J-39, American Lumberman, Inc. 





FOR SALE: Substantial interest in old estab 
lished building material and _ construction 
business. Industrial city surrounded by excel- 
lent dairy country. Capital investment over 
$500,000.00. Gross profit over $200,000.00. 
Buyer should have executive ability. Would 
amortize to right party. If interested contact 
for personal interview Box K-28, American 
Lumberman, Inc. 


LUMBER & DIMENSION 
FOR SALE 


White Pine For Sale 
See display ad on Page 51 











FOR SALE 
134,000" approximate, dried cottonwood 
lumber. 
110,000’ approximate, dried hard maple and 
oak lumber. 

Desire to sell as one lot. Will accept bids 
for entire lot. Have discontinued cperations. 
M. E. Lawrenz 
4431 West Division 
Chicago 51, [linois 
Telephone Spaulding 2-4200 


Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 

Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 
Your inquiries answered promptly. 

Al Clements Lumber Co. 

Box 908 
Eugene, Oregon 


TWX EG 049 Tele. 5-3317 


FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 


Popple and Pine 
Send us your car lot inquiries for 6/4 and 8/4 
Popple and 4/4 and 8/4 Norway and White 
Pine. Can resaw and surface. 
W. T. BAILEY LUMBER COMPANY 
Virginia, Minn. 





West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phone 5-6312 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 











ADVERTISING YARDSTICKS 
Basswood, 2-color. 
Also Paint Paddles. Immediate shipment. 


R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ml. 


Same price as 1-color. 


We are changing to a 60x60" Carrier and 
Lift Truck package and have the following 
54x54" equipment for sale: Three Series 
70-6657 Ross Straddle Carriers, 1951 model, 
each with operator’s cab and steering wheel 
guards, F6209 Continental motor. 


Also Two 1950 Model 19-H Ross Lift Trucks, 
one 20° and one 24’ lift, 54” forks, adjustable 
side-shifting carriage, operator's guard, with 
all stendasd equipment otherwise added. 


Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY 
2301 N. Racine Ave. Chicago 14, Illinois 


For Sale: Yates 91 fast feed heavy duty 
planer anc matcher. Complete with cyclone 
blower system, electrical panels, all neces 
sary motors, belts, knives, ete. Excellent con- 
dition. Will come to you plete for setting 
into operation. Price $6500.00 f.o.b. Miami. 
TRAIL BUILDERS SUPPLY COMPANY 
Box 721, Coral Gables, Florida 





REBUILT FORK LIFT TRUCKS 


Ross Model 19 HT 
Capacity 6,000 Ibs. 
Lift 10 ft. 


Ross Model 15 SH 
Capacity 15,000 Ibs. 
Lift 14 ft. 


Hyster Model RT 150 
Capacity 15,000 Ibs. 
Lift 12 ft. or 17 ft. 6 in. 


Ross Model 12 HT 
Capacity 18,000 Ibs. 
Lift 17 ft. 6 in. 
Cab 


HARVARD EQUIPMENT CO., INC. 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS. 

ST - 2-0826 


FOR SALE 


One 100 H.P. slightly used Diesel Motor. 
One Fisher-Davis O ball-bearing sawmill, 
3 headblocks. 
Two 54” insert Sawa. 
One Fisher-Davis 3-saw Edger. 
60 ft. 6” Leather Belting. 
2 new DeWalt Cut-off Saws with 2 saws. 
1 Cletrac Tractor 
M. E. Lawrenz 
4431 West Division 
Chicago 51, Ill. 


Telephone Spaulding 2-4209 





EQUIPMENT FOR SALE 


1—6"" Moulder Woods No. 132M. 

1—Porter Straight Line Cutoff Saw. Model 
43-208. 

1—12” Hermance Gang Rip Saw. 

1—Self Feed Rip Saw. 

1—Vonnegut Venetian Blind Slat Machine. 

1—B. G. Luther 4'0” Wide Chain Feed Dado 
Machine. 

1—61” Columbia 3 Drum Roll Feed Sander. 

1—48” Double Roll Union Tool Glue Spreader 

1—5S’0” x 86’ Wilkin-Challoner Power Door 
Clamp. 

1—30" Wide Yates No. 160 Double Surface 
Planer. 

1—54""x60" M. E. Tidley Table Saw. 


WEISBERG-BAER CO. 


4-05 26th Ave., Long Island City 2, N. Y. 
Ph. Astoria 8-3600 





BOOKS FOR SALE 


CLEVELAND & LUFKIN BOARD RULERS 
Board Ruler Lumber Manual $1.50 
Dimensional Lumber Manual...... 

Chrome Thickness Gage % to 2”. os 
Chrome Thickness Gage % to 21/2’... 
LUMBER MEASUREMENTS 
Philadelphia 35, Pa. 








HOLT HARDWOOD Co. | 
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Manufacturers of 


BIRCH e 
STRIP e@ 

and 

HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


MAPLE e 
BLOCK 


* 
GRADED SAWDUST 
. 
High Grade Northern Hardwoods 
’ 
Custom Kiln Drying 
. 


Members: M.F.M. A. N. HLL A. N.H. & H. M.A. 


OCONTO, WISCONSIN 


McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 
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Adair Lbr. Co., Joseph A 
Aetna Plywood & Veneer Co. 
Allied Building Credits, Inc. 
Alprodco, Inc. ... ‘ 
Alsynite Co. of America 


American Lbr. & Trea‘ing Co. 


American Machine & Foundr 
Co., The ae 


Anaconda Copper Mining Co. . 


Angelus Wrought Iron 
Appalachian Hardwoods 


Bemis Hardwood Lbr. Co..... 
Brown, D. D. .. 

Buchanan Lbr. Co., The 
Bunyan Lbr. Co., Paul 


California Sugar & Western 
Pine Agency, Inc. 


Canadian Forest Products, Ltd. 


Canthook Lbr. Co. 


Cherry River Boom & Lbr. Co. 


Chevrolet Div. of General 
Motors Lewes 


Chi-Namel Paint & Varnish Co. 


Chicopee Mills, Inc., 
Lumite Div. “ 


Christian Lbr. Co. 
Crisp Lbr. Co., M. E. 
Crossett Lbr. Co. 
Curtis Lbr. Co. 


Delta Power Tool Div., 
Rockwell Mig. Co. 


De Walt, Inc. 

Donley Brothers Co., The... 
Duncan Lbr. Co., Inc. 
Durham Co., Donald 


Evans Products Co. 
EZ-Way Sales, Inc. 


Farrin Lbr. Co., The M. B. 
Follansbee Steel Corp. 


Griswold Lbr. Co., The 


Hamer Lbr. Co., J. P. 
Hoggson & Pettis Mfg. Co. 
Holt Hardwood Co. 


Industrial Lbr. Co. 
Infra Insulation, Inc. 


Keasbey & Mattison Co. 
Keystone Steel & Wire Co. 
Keystone Wire Cloth Co. 
Kimble Glass Co., Sub. of 
Owens-Illinois Glass Co. 
Kirby Lumber Corp. 
Klumb Lbr. Co., C. E. 
Kwikset Sales & Service Co 


Leland Flushwood Door Co.. 
Lumbermens Mutual Casuaity 
Co. 


Lumbermen’s Underwritin 
Alliance 
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Macklanburg-Duncan Co. ..62-63 


McCloud Lbr. Co. ee oe 
McCracken & McCall, Inc... 
Meadow River Lbr. Co., The 
Menominee Indian Mills 
Midget Louver Co., The 


Morrill & Sturgeon Lbr. Co.. 
Moultile, Inc. ice oe mahi 
Mowbray & Robinson Lbr. Co. 
Mower Lbr. Co., The 


SO ee 
North Pacific Lbr. Co. pee 
Northport Flushwood Door Co. 


Oregon-American Lbr. Corp. 
Ozark Oak Flooring Co., The. 


Padgett-Smith Flooring Co.... 
Portable Electric Tools, Inc. 
Pullman Mig. Corp. 


R-B Co., The .... rey eee 
Ready Lbr. & Plywood Co.... 
Roseburg Lbr. Co. 

Rusticraft Fence Co. 


Schlegel Mig. Co. oneewewe 
Schubert Co., H. A. ....... 
Selck & Co., Walter E. 
Silbernagel, Geo. J. . 

Smith Lbr. Co., The Ralph L. 


Soderberg Lbr. Co., Inc., 
Carl E. ... 


Sterling Hardware Mig. Co... 
Superior Lbr. Sales Co... 


Tannewitz Works . 
Tarter, Webster & Johnson, Inc. 
Twin Harbors Lbr. Co. 


Union Lbr. Co. “et a 
U. S.-Mengel Plywoods, Inc. 
U. S. Plywood Corp. 


Wagrer Mig. Co. 

Wales Lbr. Co. —aares ; 
Weatherproof Products Corp. 
Wendling-Nathan Co. 
Western Wholesalers 
Wisconsin Door Co. 

Wood Conversion Co. . 
Wood-Mosaic Co., Inc. 
Wood Products Co. 

Wrape Stave Co., W. R. 
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“HERE’S ONE BIG 
REASON WHY 
I LIKE TO BUY. 
FROM EVANS !” 


R pistRIBUTION pouicy 


plywood 


BVANEE 


1. Evons sells E 
through recognize 


it 
yoneer Douglas ft 


d distributors. 


~—— 
2. Evans backs distributors ond dealers with ag 


i i rial. 
gressive merchandising and promotion mate 








3. Evons, on Associate Member of the National 
Plywood Distributors Association, actively par- 
ticipates in plans and programs to enhance the 
stobility and strengthen the structure of the estab- 
lished monufacturer-distributor-dealer method of 
Plywood distribution, 

“I’m a Douglas Fir Plywood distributor. I 
buy from Evans because they’re on record 
as following a policy of selling through 
recognized distributors. 





“That makes solid sense to me and to 
my dealers too. It means top service and 
it means real stability.” 





When you see the “Evaneer” brand you 
can be sure it identifies Douglas Fir Ply- 
wood made from Evans’ own stands of 
timber . . . produced in Evans’ own mills 
. .. distributed in accordance with sound 
and progressive merchandising policies. 
Available in all standard grades, Interior 
water-resistant and Exterior water-proof. 
Evans Products Company, Western 
Division, Dept. S-7, Plymouth, Mich. 
Vills at Coos Bay, Ore.; Roseburg, 
Ore ws Vani OuverT, Bt. 
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MEMBER * DOUGLAS FIR PLYWOOD ASSOCIATION 











DOUGLAS FIR PLYWOOD ond WOOD PRODUCTS 





Lumite* window screening won't 

rust, corrode or stain . . . needs no protective 
painting . . . is quick and easy to install. 

Every day, Lumite wins new friends in new 
construction and in the replacement market with 
home owners everywhere. Why not display 
Lumite and win new friends for your store? 


, 


\_SMRAN SREP 








